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BELLS and buzzers ring out instantly when Columbias are back of the button. 
No modest tinklers, these. Bells just bellow the news when the Columbia's 
power goes zipping through the wires. To give bells and buzzers lightning speed 
use Columbia Dry Batteries. 

The more of these good batteries you connect, the louder the sound. Hook 
up as many as you need to make the noise you want. Columbias are always at 
home, eager to speed a welcome to your guests. Between calls they renew their 
energy—these batteries know how to rest as well as work. 

Don't just ask for “a dry cell.” Ask for Columbia Dry Batteries by name and get 100% 
battery efficiency. Columbia Dry Batteries are sold by electrical, hardware and auto acces- 
sory shops, marine supply dealers, implement dealers, garages and general stores. Columbia 
Ignitors can be purchased equipped with Fahnestock Spring Clip Binding Posts at no extra 
cost to you. Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., NEW YORK—SAN FRANCISCO 
Canadise National Carbon Co., Limited, Toronto. Ontario 














SALESMEN: 


A great na- 
tional adver- 
tising cam- 
paign is help- 
ing dealers 
sell Columbia 
Batteries. And 
intensive ad- 
vertising in all 
the important 
trade maga- 
zines is help- 
ing you sell 
Columbias to 
the dealers. 
This is a re- 
production of 
the currert ad- 
vertisement in 
trade papers. 


Prospects in every home 


COUNT the homes in your locality—that’s the number of 
prospects you have for Columbia Dry Batteries. Practically 
every home has a doorbell, a heat regulator, a radio set—and 
in numerous instances a gas engine or tractor is operated on 
the place. Many dry batteries in your neighborhood need 
replacement now. This is the time of year to go after this 
business. Put Columbia Dry Batteries in your window. Sug- 
gest replacements to your customers. Order from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., New York — San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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Index to Advertisers on Page 100 


ad but what gives a new talking point 
or reminds me of an old one. From the 
rival manufacturers’ ads I get the 
other fellow’s angle. Between the ad- 
vertising section and the new prod- 
ucts department I keep posted on 
the latest, tearing out or marking 
anything of especial interest or value. 
I then go through the magazine and 
try to get at least one good thought 
out of each article or table which 
bears on the actual getting of busi- 
ness. Also I watch for anything 
about my house or this locality and 
show it to my customers. Articles 
bearing on the relations of salesmen 
with the office I discuss with those 
concerned whenever possible. Don’t 
think I don’t get a kick out of the 
lighter stuff, the snapshots and hu- 
morous articles. Sometimes I read 
them first and sometimes last.” 
* + + 

VERY subscriber to the Josser’s 

SatesMAN is entitled to 12 issues 
every year, and we are anxious to see 
that he gets them. It only takes a 
postal card to notify us of change of 
address or any error in the delivery 
of the magazine. Often we are not 
notified of removals until the sub- 
scriber has missed several copies. 
Magazines go second class and the 
postoffice will not forward them to 
you even if you have left a change of 
address. 

Every jobber’s salesman expects his 
customer to notify his house prompt- 
ly when a shipment is short or does 
not arrive. We are equally anxious 
for a fair chance to carry out your 
wishes regarding your subscription. 
We take this opportunity to invite 
correspondence from every man who 
has a kick, or a change to be made, 
and he can rest assured the matter 
will be satisfactorily adjusted. 


1879. 
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HERE’S never a ripple in the 
finished coating to show where 
Ovalflex lies embedded in the 
plaster. 


Only as thick as the pencil in your 
pocket, ;°;", you can run Ovalf£lex 
anywhere and plaster right over it. 


On either new jobs or re-wiring, 
think of the saving, the time, the 
speed, the economy! Oval£lex, 
the flat armored flexible cable, is 
the handy way, the safe and the 
practical way, to provide outlets 
exactly where needed. 


On your next job just see the work 
you can eliminate, the reduction in 
installation cost, the satisfaction 
you can give---by the use of this 
speed cable, Ovalflex. 


National Metal Molding Company 


a WORLD'S LARGEST PRODUCERS OF ELECTRICAL 


CONDUITS AND FITTINGS 


1115 Fulten Bullding, Pittsburgh, Pa. {20} 


Represented in All Principal Cities 


ANATIONAL METAL , aie xX 


“The Flat Armored Cable”’ 
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Editor’s Page 


Speaking of Mortality 


E constantly hear that the electrical 
WW dealer is most poorly equipped to do 

business of any class of retailer. That 
he is no merchandiser. ‘That his mortality is 85 
per cent every year—highest in any line and 
other things of a similar nature. This is talk 
among ourselves in the electrical industry. 

If there is any consolation in knowing of the 
inside talk that goes on in other industries there 
is plenty of it. Perhaps, after all, the electrical 
dealer, by comparison, is muddling through in 
rather better shape than is generally supposed. 

For instance, here is what John S. McNeal, 
sales manager of Lee & Cady, Detroit says, and 
they are highly successful wholesale grocers. 
He is quoted in Sales Management: 

“Only one per cent of those who enter the re- 
tail grocery business actually plan intelligently 
to do so. By this I mean that they do not 
analyze the situation, select a location with 
proper care, determine just what volume of 
trade they can depend on, study the business of 
merchandising and, in a word, make such prep- 
aration as is necessary to insure them a reason- 
able chance of success. The great majority are 
just men—and women—who have a few hun- 
dred dollars to invest and are looking for an 
opportunity to go into business for themselves. 
No wonder the mortality in this field is 95 per 
cent.” 

As is the case with the progressive electrical 
jobber, Mr. McNeal says that their only hope in 
the face of this situation is to be a big brother 
to the dealer—advising, demonstrating and aid- 
ing in every way possible; giving these dealers 
the full benefit of their greater experience, 


knowledge and facilities. 
* * * 


Intensive Power Development 


HE increasing electric power demands of 
the densely populated northeast industrial 
area, if they are to be supplied on an 
economical and adequate basis, necessitate the 
extension of interconnection between the dif- 
ferent systems, the building of large, cen- 
tralized, steam-electric plants and the develop- 
ment of large hydro-electric projects. These 








are conclusions reached by the engineer sub- 
committee of the Northeast Superpower Com- 
mittee, of which Herbert Hoover is chairman. 
The committee’s recommendations, if put in- 
to effect, will mean the saving of over 50,000,000 
tons of coal a year. 
The committee referred to is composed of 





representatives of the Federal government and 
of the 11 states between Maine and Maryland. 
Use of electric power in these states is increas- 
ing at the rate of 10 per cent a year. 

* * * 


What it Costs to Spend Money 


IRAM Mills Perkins, for 50 years a mem- 
ber of the faculty of Ohio Wesleyan 
died a short time ago. Before his death 

he gave to the University the sum of $250,000 
with which to buy the third largest telescope 
in the world—he had achieved the chief ob- 
jective of his life. 

But the astonishing part of it was that this 
man had never received more than $1800 a year 
in all his life. Despite his low pay he amassed 
a fortune of a quarter of a million dollars— 
Why? Because he had early in life found out 
about the value of small sums when coupled 
with a determination to accomplish a definite 
object. Every dollar of salary he ever earned 
in the 50 years would have amounted to less 
than a third of the amount of his gift. But small 
savings kept intact at compvund interest 
amount up astonishingly after a time. In all 
that period he never. cashed a coupon or a divi- 
dend check from his investments. Everything 
was re-invested. 

Not every jobber’s salesman wants to buy a 
telescope 50 years from now. But every man 
does want to work toward independence. For 
the young man of 25 to 30 the savings to be 

made definitely and re-invested regularly are 
ridiculously small. Get out your pencil and 
paper and figure it for yourself. Establish an 
“amortization fund” that you wish to reach at 
a certain age, and see what regular sums saved 
from now on and kept regularly invested will 
be necessary. You will find that there will be 
plenty to play with besides. 

Look at it another way. If you were to go 
into a store to buy a steel handled golf club and 
the clerk were to say to you that it would cost 
you $10 down and 65 cents a year as long as 
you lived you would consider him a crazy mer- 
chandiser. Yet, in as far as you were concerned, 
the clerk would be putting it mildly, for the 
65 cents would represent merely simple in- 
terest on your investment. At compound in- 
terest the cost to you would be much more. 
Money invested at 614 per cent, compounded 
annually will double itself in 11 years. If you 
lived 11 years longer that club would cost you 
$20 and if you lived 22 years longer its cost 
would be $40. Yes, it costs to spend money. 
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at limits Ho’ 
Plate Sales 7: 


If everybody knew how Liberty Hot Plates e 

fill forty and one needs for quick, economi- An Ideal Toaster 
cal heat and how they combine with other uten- 

sils to boil, fry, toast, and grill—how useful in 4 
kitchen, dining room, bed-room, bath, nursery > oe ~ 
and garage—how their convenient, all-purpose 
heat really adds to the joy of living— Ss 


—Then every one of the 10,000,000 wired homes | 
































would own two or more. 





Think of it!—20,000,000 Liberty Hot Plates—per- 


Convenient for fectly reasonable. Fer Warming Baby’s 
Milk 


Travelers 





How can we do it? First, we must tell them. Second, 
your dealers must show them. 


Through our national advertising, we have been tell- 
ing the world—and will continue doing so. That's our i P 
part. S 


Your dealers’ part is to show them—put Liberty Hot a 

Plates on their counters—keep them in their windows = 

—place them on their shelves—and show them to 

their customers. To show them is to SELL them. 

Indispensable in 
Sick Room 


The only limit to Liberty Hot Plate sales is the dealer 
himself, working with your co-operation. Act now— 
see that your dealers get their share of Liberty profits. 





Have your dealers get in touch with us for cuts and 5 





mats to capitalize locally on our national advertising. f 


THE LIBERTY GAUGE & INSTRUMENT CO. . 


World’s Largest Exclusive Makers of Electrical Hot Plates 


6545 Carnegie Ave. Cleveland, O. 


New York 
Splendid for Baking Representatives: 
os Industries Sales Co., 
132 Nassau Street 
New York, N. Y. 
Pacific Coast 
Representatives: 
R. H. Thiess, 
216 Byrne Bldg., 
Les Angeles, Cal. 


Liberty 
Hot Plates 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 
PALL SC TELS ST ST TI TT ETE AES RENTERS SIS 





Dries Hair—Heats 
Iron 
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“Fixtures Plus Business Methods” 


This Is the Slogan of a Cleveland Jobber Who Has Organized His Department 
to Reduce the Number and Violence of His Troubles 


By FRANK B. RABE, Jr. 


\ , y HEN J. L. Wolf was secretary of the Light- 
ing Fixture Dealers’ Society of America, he 
learned pretty nearly all there was to know about 

the troubles of the that Mr. 
Wolf is manager of the newly organized fixture depart- 
ment of the Republic Electric Co. of Cleveland, O., he pro- 
poses to demonstrate that an electrical jobber can re- 
duce both the number and the violence of those troubles 


fixture business. Now 


by the application of better business methods, and that 


the jobber can make money doing it. The experiment 
is one in which we believe all readers of this magazine 
will be interested. 

The fixture department of the Republic Electric Co. 
has been allotted a display space 25 by 40 ft. in size 
located at one side and a few steps up from the main 
office floor, where it is isolated without being inconveni- 
ent. The space is divided as shown in the sketch plan, 
into a main hall with three alcoves, three standard dis- 
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Floor Plan of the Republic Electric Co.’s Fixture Department. 
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General View of the Republic Showroom With Alcoves on Side. 


play rooms, and an end space which cleverly combines 
bed room and bath room effect, with an alcove suggesting a 
kitchenette. These rooms and alcoves give a natural 
background for the various types of fixtures and light- 
ing; even the entrance to the display is thus utilized to 
suggest an outside doorway where porch lights and an 
illuminated house number are shown. 

The main purpose, obviously, is to provide those of 
the trade who have no proper facilities with a display 
to which their retail customers may be brought. This 
is not a new idea. About the only thing new in it is 
the absolute practicability of the ar- 
rangement, which is so simple, effective 
and impressive that it can be (and they 
hope will be), to some extent copied 
by the trade. Every fixture shown is 
marked plainly at the list price, and 
every fixture is a standard unit which 
can be supplied from stock. 

A feature of the Republic company’s 
plan is the simplification of cataloging. 
Fixtures are cataloged by loose-leaf 





photographic sheets of excellent qual- 
In 


addition there is a catalog of illumi- 


ity which are sold, not given away. 


nating glassware, illustrated in color, 
in which every number carried in stock 
is listed. Finally they have what ap- 
pears to be a new idea in the form of 
a catalog in which the needed acces- 
sories such as hickeys, nipples, straps, 
bushings, sockets, connectors, and all 
the various miscellany necessary to in- 
stall a fixture, are brought together in 
a single five by eight, 16-page book- 
let. 


No fixture parts are listed; the firm 





View in End Alcove With Bedroom and Bathroom Effect. 


sells fixtures as merchandise—com 
plete units, cartoned and ready. The. 
do not believe in, and do not cater t. 
the kind of trade which handles fix 
tures on a half-baked manufacturin, 
basis. Indeed, one of the slogans whic! 
appears on their printed matter is 
“The less a dealer tries to manufac 
ture or assemble, the more profit h: 
makes.” Which is a mighty good slo 
gan for all suppliers of lighting units 
to adopt. 

The last two pages of the accessory 
catalog are particularly interesting. 
Here are listed items on which their 
dealers are overstocked, which items 
they handle on a brokerage basis. For 
example, one dealer has 12 
pieces of imported glassware that is 


dozen 


now 10 years old. Another concern has 
over 1,000 brushed brass porch rings 
still in their original wrappings, age 
unknown, but which must be seven or 
eight years old since the man who 
bought them has been dead six years. 
One dealer has an astonishing quantity 
of one-half inch hickeys. When these were offered for 
listing Mr. Wolf asked the manufacturer from whom 
they were originally purchased whether an arrange- 
ment could be made for selling them back at manufac 
turing cost, only to learn that the quantity was greater 
than the factory itself now sells in four years. Another 





dealer listed some 2,000 yards of brushed brass chain 
which has fallen in value one-half since he acquired it, 
and still another has some 3,000 pull chain attachments 
out of a “good buy” he made seven years ago. 
overstocks are not material sold 


These 
(Turn to Page 69) 














\ugust, 1924 


THE JOBBER’SMIISALESMAN 





Cut Yourself a Piece of Cake 


The Home Lighting Contest and the Jobber Salesman’s Important Place 


Ta owe: a slang expression, “Cut yourself a piece 


of cake,’ which ori 


Please take it to mean 


the words say. There is cake and you are cordially 


invited to help yourself. 
Go ahead! Take a second 
helping if you like— 
there’s M. I. K. 

The cake is the Home 
Lighting Contest which 
will be frosted and ready 
to cut when school opens 
in September. It will open 
up for you a tremendous 
chance for new business in 
one of your biggest and 
most profitable lines, the 
sale of lighting equip- 
ment. And it is one of 
those opportunities of a 
lifetime. You grab it and 
profit. Or you pass it up 
and then kick yourself all 
the rest of your born days. 


Perhaps you know all 
about the Home Lighting 
Contest, but just in case 
vou don’t, listen to the high 
points. 


A while back some of 
the aces in the electrical 
deck started looking for 
some activity in which the 
whole industry could take 
a hand and find a profit. 
The activity proved to be 
lighting. Why? Because 
it is the mainstay of the 
electrical dealer; because 
it is the best revenue 
builder for the central 
station; and because it is 
bread and butter for a host 
of electrical manufactur- 
ers. Finally it is the one 


basic thing electrical that most widely affects the buying 


public. 


And, so, it simmered down to the question of how to 


create the greatest public 


ble time in better home lighting. The answer is a nation- 


in the Procession. How to Carry On 


By W. E. UNDERWOOD 


gets free a “Lighting Primer” and access to a series of 


ginally meant on Broadway, “Lighting Lessons” published daily in his local news- 
“Run along and peddle your papers.” papers. This gives him a sure way to learn and the in- 
here, however, exactly what formation is not hard to absorb. 




















— a 


Some boy or girl is going to win this $15,000 
Model Electrical Home. It’s the first national prize. 
There are many other valuable national prizes not 
to mention local prizes. 


HE Home Lighting Contest repre- 

sents in the neighborhood of a mil- 
lion and a half ‘dollars of investment 
by the electrical industry to teach the 
American public, in the space of three 
months, how to use light properly in 
the home. It is the greatest oppor- 
tunity in history for the jobber’s sales- 
man and his dealers for a remarkable 
profit, to be made though the sale of 
right lighting equipment. 

Tortoise tactics will not win. It’s 
a short, fast race and the time to start 
is now. 














phone. 


Next, he has to make a lighting survey of his own 


home and of two neighbor- 
ing homes. In his Light- 
ing Primer are pictures of 
various rooms without 
lights and in the back of 
the book are illustrations 
of all sorts of good fix- 
tures, glassware and port- 
ables. A part of his job 
is to cut out appropriate 
fixtures, glassware and 
portables and paste them 
in these “lightless” 
rooms. 

Finally, he must turn 
in his lighting essay of not 
more than 600 words; the 
pasted up Lighting Pimer, 
and his lighting survey 
(recorded in the back of 
the Primer). 

Quite a job for a kid? 
Sure it is and he will learn 
a lot about lighting doing 
it. Furthermore, he is 
surely going to take the 
whole ball of wax home 
with him and worry the 
family with it. Pa and 
Ma can’t escape. They've 
just gotta help him win 
one of those splendiferous 
prizes. They will learn 
about lighting from him— 
or her, if it happens to be 
Susie instead of Fred. 

And, having learned that 
their present lighting isn’t 
so good, they are mighty 
fine prospects for the first 
live lighting dealer who 


has gumption enough to ring their doorbell or tele- 


Don’t go away with the idea that this contest is small 


interest in the shortest possi- time or foolishment. It is the biggest single punch the 


electrical business or any other business has ever seen. 


wide Home Lighting Essay Contest among boys and girls Half a million hard American cash money dollars have 
in high schools and grammar grades. To compete, the been contributed to put this thing over—that’s how much 
youngster has to learn what good lighting is and he _ electrical jobbers and central stations and all the vari- 
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ous makers of lighting equipment think of this little, 
old contest. And, buddy, that ain’t the half of it! The 
half million plunks goes just for magazine advertising, 


national prizes and organization 


nice party at Atlantic City and the big noise at th. 
N. E. L. A. convention was the Home Lighting Contes 
They know all about it and have been all set for son 
time to do their share. Your dea 
ers have heard about it just as yo 





expense. Twice that much, at 
least, will be spent for local pub- 
licity and prizes—money that will 
be contributed locally. 

Behind this 
cally every national electrical so- 
ciety in the country. The Lighting 
Educational Committee is doing 
nothing else but this one job. A 
organization with Regional 
U. S. A. 


and it is 


contest is practi- 


real 


Directors all over the 


and Canada is set up 





ciled and working. 

Everybody not in jail in these 
United States is going to be talk- 
ing about this contest during the 
next six weeks, because it is‘ go- 
ing to be featured big in pretty 


nearly every magazine except The 





ate! Chr ctresat Homan to be Fmarded as bird Natmemal Prose 


‘he PLAN BOOK | 


Suggestions for the Operation - 
: ot the 


Better Home Lighti) 1g Activity 


Local Communities 


have. In a lot of towns local cor 
tests have already been organize: 
and your dealers have a part in th 


work. 
Very little has been said abou 
the part the jobber’s  salesmai 


should play. which is highly com 
plimentary to you, implying tha‘ 
vou would find an important plac 
in the procession and carry on 





Something ought to be said about 
it nevertheless, because your plac: 
is quite specific and perhaps tli 
most important of all. Without 
your help there will be no local 
Without 
your help a lot of dealers will fail 
to “cash in’ —there will be no turn 


contests in many towns. 





“Police Gazette.” | Newspapers 


ing of lighting interest into light 





will have something to say about 
it in their news, editorial and ad- 
vertising pages. 

In all the big towns and in very pages. 
many small towns right down to 
the tank towns, there will be an organized local activ- 
ity to see that the Lighting Essay Contest is fostered 
by the schools and that local prizes are offered as well 
as the national prizes. And, believe me, the national 
prizes, starting off with a $15,000 home, are big enough 
to make anybody sit up and take notice. 

Look it over. Here’s a good, clean contest designed 
to help the whole electric light using public to learn 
more about light and how to use it properly. There 
are no strings tied to it and it is so great a public bene- 
fit that many prominent educators have endorsed it as 
a thing which may be properly carried on through the 
public schools./ A goodly share of the half million in 
the national fund has been contributed with no further 
motive than this—simply to get people to know more 
about right lighting, a vital thing in our national health 
and progress. 

On the other hand, if this great boom in lighting 
knowledge can be turned into a great boom in the sale 
of better lighting equipment, the public will be. still 
better off and there will be a great new profit for the 
electrical industry. That won’t make the folks mad 
who put up the cash and it ought not to make you 
The 


To cash 


mad. Let’s get this straight, however. contest 


is on the level and is non-commercial. in on 
the interest created by the contest is clean business and 
nobody will object. To inject anything commercial in 
the actual contest—to insert any sales dope in any local 
contest would be plumb rotten and the offender should 
be boiled in oil. 

Jobbers’ salesmen desiring to multiply by 10 light- 
ing equipment sales during the next three months will 
please step three paces to the front. Very good. All 
present and accounted for, Captain. 

Back in May our central station friends all had a 


This is the Plan Book. 
whole contest; tells how to put on local 
contests; gives the whole story in a few 
Get your copy. 


hundreds of cities. 


ing dollars. There is no effective 
way to reach all of these lighting 
dealers through 
salesmen. 

The first big thing for you is to 
make sure that every man-jack dealer you call on knows 


It explains the 


except jobbers’ 


what it is all about and, if no local contest has been 
started in his town, help him get it started. Send to 
the Lighting Educational Committee, 680 Fifth avenue, 
New York, or to your Regional Director and get a Plan 
The Plan Book tells 
precisely how to put on the contest locally. Study it 
yourself and get your dealers to study it. If a 
test has already been started, make sure that your deal 


Book and a Lighting Primer. 
con 


ers in that town are cooperating with it whole-heartedly. 
Make them see its value. 

And then what? Do we sit and wait for the profits 
te roll Not a-tall. The profits are there, abso 
lutely but they have no self-starters. Your 
must go get ‘em if they want them and if you want 
them. 


in? 
dealers 


Here are ways to get them: 

1. A Kitchen Unit Campaign. 

2. A Portable Lamp Campaign. 

3. <A Utility Light Campaign. 

4. <A Refixturing Campaign. 
Each of these involve going out after business on tli 
part of your dealer. It means house to house 
which he must make or hire someone to make. Of course. 
it is hard to sell that idea to the dealer because he muc!: 
prefers the easier job of standing behind his counter 
But, after all, it is profit he wants and you can guarante: 
these four ways of getting it. Let him take his choice- 
With the inter 
est stirred up by the Lighting Contest, his calls ar 
sure to result in sales. 

The Kitchen Unit Campaign, featuring a white glas- 
enclosing unit and a 100-watt clear lamp or a 150-watt 
Davlight Jamp, has already proved itself a winner ii 


calls 


try any one of these four as a strarter. 


(Turn to Page 72 
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How to Use the Jobber’s Radio 


Man in Summer 


He Is More Fitted in Certain Respects to Aid the Dealer Than the Regular 
Salesman. Keep the Dealer on the Job 


By D. C. WALLACE 


Manager Radio Dept., Peerless Electrical Co., Minneagolis, Minn. 


T IS pretty hard for the jobber to keep a dealer he 
doesn’t call on. found this out and 

the result is the sales force of today. The 
men call on their customers periodically, building up 
vood will, making suggestions to the customer and inci- 
dentally (the most important thing), taking orders for 


Jobbers have 
sales- 


equipment. 

The good salesman has his customers’ wants and needs 
always at heart. In trying to see just what is needed, 
he automatically places himself in the other man’s shoes 
and thinks of ways in which this man can make money. 








In the sale of radio equipment the radio man of the 
jobber is perhaps more fitted in certain respects to help 
the dealer than is the regular salesman who calls on 
him. This, of course, applies to radio apparatus, and 
with this in view the radio man should make frequent 
trips, in order to call on the trade, giving them his view- 
point and the benefit of his more specialized knowledge 
of the work. 

True, some jobbers do not employ a radio man but 
rely on the manufacturer to produce sets which are fool 
proof and sets which have instructions complete in every 
detail, A careful analysis made personally by the presi- 
dent of this firm, Mr. H. W. Nebelthau, on a recent 
tri) to New York, indicated that most of the jobbers 
who did not employ a highly specialized radio man were 
rather disgruntled with the radio business. On the other 
hand, the firms with such a man, were highly enthusi- 
astic about the radio business. 


Expressions from these 


sources also indicated that this same enthusiasm existed 





because they had made money, had made real money in 
the sale of radio sets and equipment. To be brief, the 
radio man seems to be a necessity in the successful job- 
bing of radio. 

There are various types of radio men available for this 
kind of work. The types vary from the graduate radio 
engineer, or graduate electrical engineer, the amateur 
of years’ experience, the commercial radio man, to the man 
who has become thoroughly conversant with his radio 
through intense application during the past two years. 
Each and all of these men will be satisfactory provided 
they are up and coming, try to keep thoroughly abreast 
of the times in the larger sense, and can keep the inter- 
est of the business at heart. They should also be men, 
as T. K. Kelly, president of the T. K. Kelly sales sys- 
tem says, who love radio. 
radio is a joy indeed, a pleasure at all times, and his 
day talking with customers and in helping out with the 
His work 


is anything but drudgery, he enjoys it and actually will 


To such a man his work with 


various radio problems, is one of real living. 


get some of this enjoyment on to the others in the organi- 
zation. 

Eventually the same enthusiasm will be passed on 
perhaps in smaller quantities—throughout the sales force, 
and thence to the customers. 

Radio remains somewhat seasonal in spite of every 
thing we do. In certain ways this is beneficial, for in 
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summer this radio man of whom we speak, is not so 
busy but that he can make occasional trips into the 
territory. He will be surprised at the welcome and the 
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pleasurable meetings he will have with his customers, 
many of them, we must remember, have never seen him 
and only know him through correspondence. By making 
these calls he is able to make timely suggestions. The 
radio man making these trips will see many little 
pointers, find little suggestions to offer, and after a 
week or so on the road, his fund of information will 
have increased greatly. Most of this he will be able to 
use to real advantage the following season when busi- 
ness is rushing and every minute counts. Furthermore, 
each successive dealer that he calls on should receive 
the benefit from his previous calls, not in just so many 
words, but by careful adaptation. 

It is simply astunding to the radio man, for example, 
to find that a set has not been connected up vroperly. 
True, it is working, but not nearly up to efficiency. 
This seems well nigh impossible, due to the explicit in- 
structions furnished, but nevertheless it is true. We 
must remember that the average dealer and particularly 
the one in the country, does not have the facilities for 


self development thrust upon him that the jobber has.- 


In a small city or town, for example, the radio populace 
is comparatively small and their mutual discussions will 
not have reached the point where any and all circuits 
are discussed with the assurance that only knowledge 
and constant thought or discussion can bring forth. 


Some radio frequency sets have means whereby the 
two dials can be made to read the same while tuning 
and all this is carefully explained in the instruction book. 
In many cases, however, the dealer has overlooked this 
point, and the radio man will notice it immediately. 
Adjustments like this make for greater volume and for 
easier tuning. The dealer in turn can make sure the 
sets of his customers are in fine shape. 


Few realize the ease with which loud speakers, partic- 
ularly of the enclosed type, can be adjusted. Whereas 
they are factory adjusted and whereas they are often 
in good shape when received by the dealer they can be 
improved immensely in almost every case. A few sets 
have panels which must be taken off before the speaker 
unit can be adjusted and even though this seems awkward 
the dealer will find it to his best advantage to adjust 
every speaker unit as fast as he makes calls on custom- 
ers to put in new batteries or to make service calls of 
any kind. 

If the unit can be reached easily, merely turn the 
large adjusting case with which these units are gener- 


ally furnished until the volume and tone are the best. 


Speakers having no adjustment can often be improved 
by tightening or loosening the diaphram. Some of them are 
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arranged with the magnet so close to the diaphram that 
the diaphram has become stuck to the magnets. The 
procedure in this case is to take the cap off, turn the 
diaphram over and put it back together. These tests 
may be made without the horn being reconnected each time. 

Other often overlooked points will be brought clearly 
before the radio man on all of these visits, and even if 
he does not find any chance for improvement, the psycho 
logical effect of having him there will bring great re 
turns when the radio season once more starts in full 
swing. In addition many of the dealers are more than 
willing to place orders and only need the added incentive 
of his additional call in order to write up the order. In 
one trip, just a short while ago, one such radio man 
received good orders from each of the first nine dealers 
he called on. These were sprinkled throughout the ter 
ritory and no doubt future trips will be just as bene 
ficial. If no orders were received at all the added con 
tact with the dealer is bound to bring returns within 
a very short time. 

One cf the main functions of the dealer is to keep 
going. Strange as it may seem, some of them shut 
down completely in the summer time. and it would al- 
most take a detective to find whether or not they are 
actually in the radio business. This certainly is a de 
plorable condition, inasmuch as only through display and 
through letting the public know that radio sets are avail 
able can sales be made. The dealer who has been dis- 
playing his sets and perhaps making few sales (com- 
paratively speaking), may not actually be making great 
money during the summer time. This particular dealer. 
however, is the one who will receive the first business 
in the fall—the people will know that he is the one who 
is on the job the entire year. Naturally business will 
gravitate his way. 

It is the jobber’s duty to point this out to the dealer, 
and the result will be the starting of the real radio sea- 
son as much as two months sooner than it would have 
started otherwise. 

Inasmuch as the radio business is seasonal and inas 
much as all efforts to the contrary have not made it 
otherwise, it certainly is a good policy to try to stretch 
the edges of the radio season itself. The dealer who 
gets started just two months sooner is the one who 's 
helping the condition of “‘season” to vanish. The two 
months enable real headway to be gained—an additional 
clientele has been added for the coming radio rush. 

As a matter of fact, summer is now practically gone, 
and certain undertakings may be (Turn to Page 6') 
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Stick-To- 


Itiveness 


A Natural Born Seller, If He Lacks the Important Staying 
Quality, Is Not Worth Much 


By FRANK FARRINGTON 


HEN you were a boy did you play around a 
pond that was infested by snapping turtles? If 


you did, vou probably held that youthful belief 
that when a snapping turtle once took hold of you, he 
wouldn’t let go until the sun went down. 

And since you have reached the so called years of 
discretion, very likely you have occasionally been held up 
by an agent of some sort, perhaps a book agent, who 
reminded you of that old snapping turtle superstition. 
You couldn’t shake him loose. He clung like a leech until 
you may have bought something to get rid of him, or 
you may have arisen in your righteous wrath and driven 
him away by sheer force. 

There is a quality that is very valuable in salesman: 
ship. It is called by the somewhat awkward name. of 
Stick-to-itiveness. This means in salesmanship something 
different from the lock-jaw sticking of the snapping tur- 
tle or the loose-jaw staying of the peddler bore. It means 
the ability and the willingness to stick to your work until 
you have done what you set out to do. It means follow- 
ing up the prospect you want to interest until you succeed 
in interesting him. It means introducing your line with 
the best electrical dealer in a town if you have to call on 
him regularly for a year before he begins to believe in 
your house. 

The right kind of stick-to-itiveness is that which en- 





he Salesman Who Sticks to a Prospect Trip After Trip is Going to be Johnny-On-The-Spot When the Opportunity Finally 
Comes 


ables you to come back time after time with a smile, in 
spite of repeated turn-downs, and that is coupled with 
enough common sense to tell you each time when you 
have stayed as long as is safe. 

It takes no stick-to-itiveness to continue to call regu- 
larly on a dealer who always has an order for you, who 
is glad to see you, who behaves in a friendly way toward 
you. Very likely the electrical jobber for whom you 
travel has had that dealer on his books since long before 
you came with the house. The business you are getting 
now is a result of the building of the salesman who pre- 
ceded you on that territory. But it is different when 
you drop in on a new man and seek to sell him a radio 
stock, for instance, and get him to take on that line, and 
who says to you, “Absolutely nothing doing. I gave 
radio a trial a year ago and there’s nothing to it for me. 
I wouldn’t stock it again if you'd give me the first ship- 
ment.” 

You know that man is wrong. He may have had the 
unfortunate experience he intimates, but you see in his 
store a fine location for radio. You know he is situated 
where he could develop trade on radio goods. You can’t 
tell him you know more about his business than he does, 
but you are sure, from your observation and experience 
that if you could get him to give the right line of radio 
goods a new trial, it would go. That is where stick-to- 
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itiveness counts. You must have the courage to take that 
dealer's condemnation with good grace while you go 
right ahead and explain the difference between what he 
has tried without success, and your line which you know 
will give him different results. 

You will agree with me that selling electrical goods for 
a jobbing house is not the occupation for a man who is 
The jobber does not want salesmen 
who are easily discouraged. He tries to weed out that 
type from among those who apply for positions. He 
would rather get rid of them before he takes them on at 
all. He is apt to try to discourage the applicant by 
making the work appear hard, in order to learn whether 


easily discouraged. 


the man who is trying to sell his own services will weaken 
when it is made hard for him. 

One sales manager had this to say: “I used 
to depend on my judgment in hiring men, but 
I found that method too uncertain. 
a man comes to me for a position, I talk to 


So when 


him a while about his past experience, and if 
he looks as if he might do, I tell him frankly 
that he hasn’t the stuff in him to sell electrical 
goods. ‘You might have made 
good selling Beechnut bacon, 
but you couldn't sell electrical 
supplies enough to get us back 


vour expenses, I say to him. 


“ ‘You Haven’t the Stuff in You to Sell Electrical 
Goods. You Might Make Good at Selling Beech- 
nut Bacon, But You Couldn’t Sell Electrical 
Supplies Enough to Get Us Back Your Ex- 
penses.’ Then I Get a Line on His 
Stick-To-Itiveness.”’ 








oN A A A Mad ha DA A 


Then I get a line on his “‘stick-to-itiveness”’. 

So it is obvious enough that men who are engaging 
salesmen for the electrical jobbing trade regard stick-to- 
itiveness as a prime essential. They know a salesman 
without that quality will be discouraged by a run of bad 
luck, of dull business, by the possible aggressiveness of 
his competitors. A ‘salesman may be a natural born 
seller, but if he lacks the important staying quality, he 
is not worth much. 

The man who hasn't stick-to-itiveness will soon get to 
where he cannot sell the dealers who are not very difficult 
After a few rough turn-downs, the salesman 
without real stamina will weaken under very little pro- 


to sell. 


He will dread to approach new prospects. He 


vocation. 
will make use of every excuse to avoid tackling a hard 

























boiled buyer. And a succession of days of poor busines 
will put him clear down in the dumps, so he will want t 
quit, or want someone sent out from the house to hel, 
him, or want a different territory. 

These electrical jobbers’ salesmen who keep sales man 
agers busy all the time screwing up their pep, who musi 
be urged on and egged on all the time, are a source o 
constant irritation as well as a drag on the force of thi 
organization. The most desirable type of salesman i; 
he who carries his own generator with him, who keep: 
himself up to the working pitch instead of depending 
on someone else to supply him with energy and courag: 
to fight for business. 

It is not all of stick-to-itiveness just to stick and hang 
to a customer until he comes through with an order 
That sort of plain sticking 
may make sales at the expens: 
of the loss of customers. [i 
you weary the buyer this tim 
buys because 
break down his will, the next 


until he you 
time, if he sees you coming, 
you may not even get a chanc: 
to talk to him. 

We all like to think we ar 
buying voluntarily, that we ar 
in control of the situation. I{ 
we think we are being crowded 
along, we get our backs up and 
that ends the transaction. 

Stick-to-itiveness is a qual 
ity that is developed as a re 
Also it is 
a quality that develops char 
If a man has the stick 
ing quality it helps him to 
stick to his job and it helps 
him to stick to his determina 
tion to become more efficient. 

The man with stick-to-itive 


sult of character. 


acter. 


ness is a man who is going to 
want to know more about thi 
in electrical 
He if not going to be satisfied 
with being a mere selling ma 
He is going to figure 
that he can learn the technical 
side of the business and be in a 
better position to talk intelli 
gently to his customers and to help them. He is go 
ing to get books on electricity and read them, and when 
he begins to educate himself in such ways, he will 
stick to it. 

You never know when you have stuck almost long 
enough in your continued visits upon a dealer who turns 
you down. A man may refuse you a dozen times and lis 
twelfth refusal may sound as determined as the first, and 
then he may buy on the thirteenth chance. To cease to 
call on one of the good prospects in one of your towns 


business 


goods. 


chine. 


* just because he never gives you an order, is to show that 


you think you can read the future. There are plenty of 
conditions that may arise to cause a man to change /iis 
mind. Even the most stubborn is not absolutely invincib!e. 
Some time he will break. (Turn to Page *+ 
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J. H. Gleason, Sales Manager, Western 
Electric Co., Chicago, Who Gives 


Views on Six Major Problems. 





Eternal Problems 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ales Manager 


ing Sales Managers 














Hiving and Training Salesmen 

ITH rare exceptions our salesmen are trained 

in the house. A great part of the material sold 

by us requires technical knowledge and special 
study—apparatus, high-line, farm lighting, telephone, 
ete. To be able to sell all this material sucessfully a 
man must be well grounded in its physical makeup and 
performance. 

For the purpose of training, actual work in each of the 
departments from the bottom up has proved to be the only 
sure way of giving a man full knowledge and the con- 
fidence that is born of it. So we take young men just 
out of school or college, some of them with technical 
education, and start them in the stockroom. From there 
they progress through the repair, store and claim de- 
partments, finally landing in the service division. 

We select inside men for their proper places in sales 
or other work solely by observation with no particular 
test system or set requirements. By the manner in which 
he operates in the different departments a young fellow 
will show what is in him. When he is properly “cata- 
logued” instead of becoming a square peg, his energies 
and talents can be applied where they result in con- 
genial relations and mutual benefit to the man and the 
house. 

The service work is the “finishing school” because 
every important operation on an order is performed there ; 
after the salesman turns in the business it is up to the 
service men to do everything necessary or possible to 
make a satisfactory transaction. After a man has worked 
in this section a while, the polish acquired brings out 
his qualifications, perferences, and limitations. Then and 
there it is decided whether he should be a bookeeper, 
‘salesman, store man or specialist and the balance of his 
training is pointed in the proper direction. 

[t goes without saying that any real manifestation of 
sales talent is encouraged and fostered because we all 
know that outside selling is never easy and selections 


must be made with extreme care. While the mere desire 


to sell may not mean talent in that line, it is a favorable 
indication because the fellow who has it will more readily 
concentrate and apply himself to learning the principles 
of selling. Until a man has actually tried to sell, no 
one can say positively that he will be a success at it, but 
the step-by-step training is the best insurance against 
getting into the wrong line of work. 

When a man is made a salesman he is primed by work 
with the various specialists and a month of actual travel 
with the man he succeeds. The changes are generally 
through promotion or transfer and the old man is nearly 
always on the job to introduce his successor. ‘This 
brings us to the question of turnover. A large majority 
of our men have long service records, the average in 
Chicago being over 15 years. 

Selling the Salesmen on the House’s Lines 

We have a specialist in each line or class of material 
who is responsible for the volume and character of the 
business done in his department. Obviously, it is up to 
him to sell each salesman on the material or specialties. 
Factory men have only to see that the specialist is 
properly sold and he relays the information to the vari- 
ous men. To further instruct the salesmen and assist 
them in getting the proper volume the specialist travels 
a great deal with them in the territory. 

One effective means of making the lines well known to 
the men is a monthly questionnaire on each line. The 
salesman answers the questions to the best of his ability, 
then a little later he receives all the correct and complete 
answers. This exercises his brain and memory splendidly 
and also gives him a file of very valuable information. 

Every salesman knows what a wonderful feeling it is 
to be thoroughly posted on a single subject being taken 
up. The object of the questionnaire referred to is to 
give each man a complete knowledge of his work—the 
goods, service, system, terms and policies of the house. 
Nothing inspires confidence in a salesman more than his 
ability to speak fluently and convincingly on anything 
pertaining to his proposition which may be brought up 
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by questions from the customer. A man is sure of him- 
self when he has studied his subject. 
and productive that study can be made, the higher his 
efficiency will be. 

The questionnaire, then, does several things for the 
salesman which have a direct bearing on getting him 
more business. First, it makes him thoroughly familiar 
with the physical make-up and advantages of his goods. 
Second, it helps him avoid incorrect quotations and guess- 
work information. Third, it improves his sales talk 
through the confidence born of knowledge. Lastly, it 
avoids delay by furnishing a sort of text book of examples 
which are a means toward immediate action and closing. 


Backing Up the Salesmen 


It is also one of the duties of the specialist to see that 
each salesman is provided with a full set of “tools” i. e. 
price lists, photos, samples, ete. In addition the men 
receive technical letters of the sort that helps sales. On 
the basis that knowledge of the goods is fine backing for 
the men, the specialists do everything they can to impart 


‘y* . 
The more simple 


this knowledge. One good stunt is to teach the salesman, 
by means of photos, just how the apparatus or device is 
made and assembled. 

Service is an important factor in helping the salesman 
hold his trade. 
contact with only two people, (that is, in buying goods, ) 


The customer and his order come in 


the salesman and the service man. Every effort is made 


to keep the customer’s good will by the avoidance 0! 
error and delay. Price information and changes go t: 
our men within 12 hours, so they are never at a disad 
vantage through late information. A monthly price lis‘ 
called the “Estimator” goes to the dealer list as an added 
help. 

Descriptive literature, catalogs, educational letters, 
ete., are also within the jurisdiction of the specialist 
whose duty it is to see that salesmen and customers have 
the best selling plan the house knows or information 
which will help them devise plans of their own. 

Prices and Competition 

Our men are provided with accurate and up-to-date 
price lists and we do not allow them to accept unprofitable 
business. Believing that a man is better off if he knows 
positively he cannot cut a price, we remove all doubt in 
the first place. Everything possible is done to see that 
each man knows the strong points of his goods so as to 
meet competition. Beyond that it is up to him to show 
his ability and win out, with other things equal. 


Sales Manager and the Customers 


Owing to the activities of our specialists it is not 
necessary for the salesmanager to travel with the men, 
except to conventions or special exhibits. On the other 
hand many special trips are necessary to help the game 


‘along and keep in touch with (Turn to Page 72 





























Sending Photographs 
Over Telegraph Wires 


















































The transmission of pictures over telegraph or telephone cir- 
cuits, on which inventors have worked for some 20 years, has 
finally been made a commercial success by engineers of the 
Western Electric Co. and the American Telephone & Telegraph 
Co. A relatively simple process is used. 

The picture to be sent must be on translucent paper which is 
wound upon a cylinder that is coated with selenium; the electrical 
resistance of the latter depends on the amount of light that strikes 
it. The cylinder is revolved at constant high speed past a con- 
centrated beam of light that also is moved slowly along the 
cylinder. Thus the beam and cylinder form a so-called “photo- 
electric cell.” While the beam strikes a light spot on the picture 
it lowers the selenium resistance and permits current to pass over 
the line circuit; when it strikes a dark spot the resistance is again 
high and no current or little current passes. Therefore the line 
current at any instant is proportional to the lights and shades in 
the picture and is called the picture current. The arrangement 
resembles the Edison dictating phonograph, but instead of leaving 
a definite record on the cylinder to be later reproduced into 
sound, the picture is translated into instantaneous line currents 
which immediately form the record at the receiving end of the 
line 

At the receiver there is a cylinder upon which is wound a 
sensitized photo film. This cylinder revolves at exactly the same 
speed and moves with the same lengthwise travel as the trans- 
mitting cylinder. The picture current lights up a small lamp 
throwing a concentrated beam of light on the film. Thus the 
successive areas on the film are exposed to variable amounts of 
light proportional to the lights and shades on the corresponding 
areas of the original picture. The picture transmission takes only 
about five minutes. Any telephone circuit suitable for long dis- 
tance massages may be used. Vacuum tube relays are used to 
amplify the picture current, which is described as a “modulated 
high-frequency current,” and also the lamp current at the receiving 
device, which is called a “light valve.” Both cylinders are re- 
volved by small synchronous motors operated by a low-frequency 
current that passes over the same telephone circuit. 

Hand writing, drawings and finger prints as well as pictures 
have been transmitted by this method which is proving of great 
value to newspapers and police authorities. The half-tone oppo- 
site, reproduced from one of these transmitted photographs, 
is that of Harris J. Ryan, president of the American Institute 
of Electrical Engineers, transmitted over a telephone circuit from 
New York to Chicago, during the recent A. I. E. E. annual 
convention. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern 


boundaries of Ohio, Kentucku, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 
homa and Texas; Central States all between. 
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The Wise Guy Family 


By Dr. FRANK CRANE 


HAVE met members of the Wise Guy 
I family all of my life. One of the boys used 
to sit next to me at school. He knew how 
to win at tit-tat-toe. He knew how the ball 
team ought to be run, and how the teacher ought 
to conduct the class. He 
knew the best kind of 
marbles and how much 
they were worth, also just 
how to pack a basket for 
a picnic. He was apt at 
telling the rest of us just 
where we were wrong, yet 
he was never wrong him- 
self. 

Since those days I have 
seen members of the fam- 
ily in every corner of the 
world. At least one mem- 
ber of the Wise Guy tribe 
belongs to every club. 
every lodge and every 
church. The Wise Guy 
is acquainted with all 
those people that the rest 
of us regard with awe 
from afar off. He knows 
that waiter in the restau- 
rant to whom the rest of 
us would dare not speak, 
smiles at him and calls him 
Charlie. He knows how 
to row a boat and run a 
farm, how the barber ought to cut your hair, 
how the general ought to conduct the army, and 
how the woodman ought to chop a tree. 

At our boarding house he usually ends all 
discussion, for there is nothing that ever comes 
up for debate concerning which he does not 
know the ultimate facts. If you say there are 
three billion and ninety-six fishes in the ocean, 
he will give that superior smile and dry little 
laugh that show that he is very sorry for vou, 
and generously inform you that any school boy 
knows that the correct number is four billion 


Copyright, 





1924, by Dr. 


and twenty-seven. He knows why Germany 
went to war, and if people would only ask hin) 
he could easily tell them her ability to pay repa- 
rations. You may think you know why France 
occupied the Ruhr. You don’t. He knows, he 
and Poincare and a few 
others. He knows the 
sinister motive — behind 
every move that Great 
Britain makes, also the 
sly designs of Japanese. 
“You may think that 
Prohibition was voted by 
the people of the United 
States. Ha, ha! He 
‘an tell you the name of 
the man that supplied 
the money that did the 


whole _ business. He 
knows how to keep your 
hair from falling out 
and how to reduce your 
flesh. He knows why 
Hylan was elected, and 


what Hearst has up his 
sleeve. You may think 
you know why Llovd 
George was finally de- 
feated, but you do_ not. 

He knows which way 
the market is going to 
turn and just what kind 
of collar and necktie you 
ought to wear upon any occasion whatsoever. 

He knows the secret motives behind the labor 
unions and ean tell you exactly what the Stand- 
ard Oil and the United States Steel Corpora- 
tion are up to. 

He understands, and intimately, every sub- 
ject in the world, with the possible exception of 
modesty. 

And the charming thing about him is that 
he not only knows everything, but he is perfectly 
willing to tell you. 

He is indeed a Wise Guy. 


Frank Crane. 
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Winners in the Beauty Contest 





T IS A pleasure to announce the three win- 

ners in THe JopBer’s SALESMAN Beauty 
Prize Contest—Ruth H. Davidson, of 
Boston, Mary Ann Hey, of St. Louis, and 
Ann Hunter, of Pittsburgh. They are the 
unanimous choice of the three judges, James ! 
Quirk, editor of Photoplay Magazine, 
Ainslie A. Gray, of A. A. Gray & Co., ad- 


vertising agency and E. J. Valasek, Chi- 


cago artist. The problem presented to these 
judges was not a simple one as will be read- 
ily understood from examination of the 
pictures on the next two pages—some of the 
other girls who were entered in the contest. 

It goes without saying that the publishers 
of THe JopBer’s SALESMAN are fully appre- 
ciative of the spirit of co-operation shown in 
all parts of the country and which made the 
contest a real success. They are only sorry 
that prizes cannot be given to all. As the 
pictures came into the office, day after day, it 
seemed as though all were “winners”. 

As soon as possible all the photographs 
will be returned to their owners. 





Winner of the First Prize—$100—Ruth H. Davidson, 
Pettingell-Andrews Co., Boston, Mass. 





Winner of the Second Prize—$50—Mary Ann Hey, Winner of the Third Prize — $25 — Ann 
Wesco Supply Co., St. Louis, Mo. Hunter, Iron City Electric Co., Pittsburgh, Pa. 
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Some of the entries in the Beauty Prize Contest. (1) Evelyn 
James, Post Glover Elec. Co., Cincinnati, O.; (2) Mary Need- 
ham, Pettingell-Andrews Co., Boston, Mass.; (3) Edna Soder- 
man, Elec. Appliance Co., San Francisco, Cal.; (4) Kathryn 
Strathman, Republic Elec. Co., Davenport, Ia.; (5) Marge 
White, Republic Elec. Co, Cleveland, O.; (6) Verna; Kroon, 
Sterling Elec. Co., Minneapolis, Minn.; (7) Ione Nicholls, Florida 
Klee. Sup. Co., Jacksonville, Fla.; (8) Odelle Gentry, Florida 
Elec. Sup. Co., Jacksonville, Fla.; (9) Emma Bachman, Post- 
Glover Elec. Co. Cincinnati, O.; (10) Lillian Flack, Julius 
Andrae & Sons Co., Milwaukee, Wis.; (11) Bertha Delporte, 
Knecht-Feeney Elec. Co., Mt. Vernon, O.; (12) Mae Stuben- 
hofer, Stubbs Elec. Co., Portland, Ore.; (18) Rose Basler, 
F. D. Lawrence Elec. Co., Cincinnati, O.; (14) Ann Sullivan, 
Manhattan Elec. Supply Co., St. Louis, Mo.; (15) Ruth Christy, 


Peerless Light Co., Chicago, Ill.; (16) Angella Von Holle, F. D. 
Lawrence Elec. Co., Cincinnati, O.; (17) Marie Pslieger, 
Robertson-Cataract Elec. Co., Buffalo, N. Y.; (18) Helen 
Fisher, Sterling Elec. Co., Minneapolis, Minn.; (19) Ethel 
Herrick, Wheeler-Green Elec. Sup. Co., Rochester, N. Y.; (20) 
Alice I. Rogers, Republic Elec. Co., Akron, O.; (21) Hazel 
Mathes, Gee Elec. Co., Wheeling, W. Va.; (22) Beppie Trowell, 
Perry-Mann Elec. Co., Columbia, S. C.; (28) Anna Marie Welkey. 
Wesco. Sup. Co., St. Louis, Mo.; (24) Jeane Twining, Republic 
Elec Co., Cleveland, O.; (25) Anna L. Gugino, Robertson- 
Cataract Elec. Co., Buffalo, N. Y.; (26) Minerva J. Ferrier, 
United States Elec. Co., San Francisco, Cal.; 

(27) Frances Kemper, Manhattan Elec. Sup. Co., St. Louis, 
Mo.; (28) Elvira Nier, Wheeler-Green Elec. Co., Rochester, 
N. Y. (29) Mary O’Connell, McGraw. Co., Omaha, Nebr.; (30) 
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Katherine Haas, Robbins Elec. Co., Pittsburgh, Pa.; (31) 
Norma Dell Smith, Carter Elec. Co., Atlanta, Ga.; (32) Mabel 
Hinnan, Post-Glover Elec. Co., Cincinnati, O.; (83) Ethel Mace, 
Republic Elec. Co., Cleveland, O.; (84) Georgia Prosser, Ameri- 
can Elec. Co., St. Joseph, Mo.; (35) Alta B. Eberly, United 
Klee. Co., Wichita, Kan; (36) Ann Marie Luessing, Wesco 
Sup. Co., St. Louis, Mo.; (37) Kathryn Henry, Frank H. 
Stewart Elec. Co., Philadelphia, Pa.; (88) Ann Kennedy, Ameri- 
can Elec. Co., St. Joseph, Mo.; (39) Cecile Bernard, American 
Flee. Co., St. Joseph, Mo. (40) Maude M. Crabb, Western Elec. 
Co., Denver, Colo.; (41) Rosemary Fathman, Schuster, Elec. 
Co., Cincinnati, O.; (42) Helen Madigan, F. D. Lawrence Elec. 
Co., Cincinnati, O.; (48) Frances Nordlohne, Western Elec. Co., 
St. Louis, Mo.; (44) Regina M. Dempsey, Robbins Elec. Co., 
Pittsburgh, Pa.; (45) Lora I... Mowry, Union Elec. Sup. Co., 
Providence, R. 1.; (46) Julia A. Kochevar, Kennedy-Webster 
Klee. Co., Chicago, [ll.; (47) Esther Mark, Western Elec. Co., St. 
Louis, Mo.; (48) Mary Thelma Terrer, Perry-Mann Elec. Co., 
Columbia, S. C.; (49) Dorothy Ek, Julius Andrae & Sons Co., 


Milwaukee, Wis.; (50) Elsie Prickett, F. D. Lawrence Elec. Co., 
Cincinnati, O.; (51) Lucy Jane Compton, Wesco Sup. Co., St 
Louis, Mo.; (52) Mildred Hemmick, United Elec. Co., Wichita, 
Kan.; (53) Elizabeth L. Burns, Gabel Elec. Co., New York 
City; (54) Sarah Davidson, Frank H. Stewart Elec. Co, Phila- 
delphia, Pa.; (55) Margaret Tompkins, Fobes Sup. Co., Portland, 
Ore.; (56) Edna Kindermann, Frank H. Stewart Elec. Co., 
Philadelphia, Pa.; (57) Louise Kerner, American Light Co., 
Zanesville, O.; (58) Anna Metz, Wheeler-Green Elec. Co., 
Rochester, N. Y.; (59) Gertrude Shank, Florida Elec. Sup. 
Co., Jacksonville, Fla.; (60) Gertrude Hahn, Robbins Elec. Co, 
Pittsburgh, Pa.; (61) Louise Rohrbacher, Frank H. Stewart 
Elec. Co., Philadelphia, Pa.; (62) Muriel Lodwick, L. A. Wooley, 
Inc., Buffalo, N. Y.; (63) Helen North, Sterling Elec. Co., 
Minneapolis, Minn.; (64) Eva Breiner, Wheeler-Green Elec. 
Co., Rochester, N. Y.; (65) M. M. Nores, Florida Elec. Sup. 
Co., Tampa, Fla.; (66) Rose Marie Martelon, Western Elec. 
Co., Denver, Colo.; (67) Evelyn Grimm, Schuster Elec. Co., 
Cincinnati, O.; (68) Ellen Corcoran, Western Elec. Co., St. 
Louis, Mo.; (69) Dorothy Shingler, Rogers Elec. Co., ‘Toronto. 
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MEN YOU SHOULD KNOW 


Leo | oe Hirsch, Electrical Supply Co. 


HERE are two things that stand out in the char- 
acter of Leo. Hirsch. One is his extreme con- 
scientiousness in the performance of duty and the 
other is the profound regard and love that he has for 
his family. These two traits coupled in a man generally 
mean dependability. And Hirsch is dependable to the 
degree that, while yet a very young man, relatively 
speaking, in the jobbing busi- 
ness, his name is beginning to 


President 


section C where his job was to tap out holes for bolts. 
After he had been at this work one day he felt that he 
knew all there was to be known about bolt-hole tapping 
and asked his boss how long this thing was to go on. The 
boss was an open-minded sort of a man and suggested 
that he go to the general foreman and obtain a transfer 
if possible. This young Hirsch did, and what the foreman 
told him is not fit to publish. 
The result, however, was that 





be passed around very much 
among the older ones in the in- 
dustry as that of a fellow who 
can get things done. One time 
the two traits came in conflict. 
He was yet just a boy working 
for the Westinghouse company 
in East Pittsburgh. He had 
never been away from home 
before and as the months rolled 
by there was nothing that he 


than to visit his mother. She 
was equally “homesick” for 
him and as others, who had 
been with the company no 
longer, were taking vacations 
he was urged by his family to level head. 
take the trip. But he was en- 





He’s Dependable 


ERY early in life a doorbell 

switched him off from the 
railroad business into the elec- 
trical field. Since then he has 
always gone “on his own” and York, New Haven and Hart- 
by tireless devotion to duty and 
attention to details has reached 
could have wanted to do more success, and has come to the 
point where men quite naturally 
mention his name when a piece 
of work arises that requires a 
trustworthy performer with a 


in a few days he was trans- 
ferred to the Standard House. 
Here he found the work much 
more enjoyable. First for 
three months, he handled reg- 
ular routine work in the cali- 
brating laboratory. Then he 
was selected to go to the New 


ford Railroad to assist one of 
the young electrical engineers 
who had been sent out on a 
special investigating mission. 
As one of the first steam rail- 
road electrifications, this was 
attracting a great deal of at- 
tention throughout the country, 
and it was quite an opportun- 
ity for young Hirsch to be 








gaged at the time on some test- 
ing work that to him, at least, 
seemed very important and no amount of coaxing could 
induce him to leave it. So as a compromise his mother 
visited him. 

Another thing, he was always bound to “go on his own” 
—as related by this same mother, who could be depended 
upon to remember the little incidents ‘““way back” rather 
than his more recent successes in business. It seems they 
were worried about his finances for he was only getting 
about 10 or 15 dollars a week. They thought that his 
clothes must be about worn out and had all sorts of fears 
about his eventual starvation and so on. So they tried to 
force some money on him disguised as a loan, but checks 
were returned as fast as they were sent. And from that 
time to this, everything that Leo. Hirsch has possessed 
he had made himself through painstaking, tireless effort. 

Leo. Hirsch was born in the small town of Delhi, La., 
July 26, 1886. He attended the schools there until his 
family moved to Vicksburg, Miss., when he was 13 years 
old. After finishing the common school course he took 
a preparatory course at Chamberlain Hunt Academy, at 
Port Gibson, finishing in 1903, when he entered Tulane 
University, graduating from both. the electrical engineer- 
ing and mechanical engineering courses in 1907. 

Upon leaving college he went to East Pittsburgh, Pa. 
and entered upon the apprentice course of the Westing- 
house Electric & Mfg. Co., staying with this company in 
all about 18 months. He started in assembling motors in 


connected with it. Whether he 
made himself useful enough or 
was just lucky enough to be forgotten remains an open 
question, but when the panic of 1907 came along and 
the apprentices in the office were getting the red pencil 
right and left he was not discharged. 

In the fall of 1908 Hirsch left the Westinghouse Co. 
and went to New Orleans to enter the employ of the 
Interstate Electric Co. in the capacity of electrical engi- 
neer, although at the time it was rather uncertain what 
an electrical engineer would do in the Interstate. This 
great question was solved, however, by making him fore- 
man of the fixture shop. This did not work out very 
well so he was transferred to the sales department as 
city salesman. After a year at that, a job opened on 
the road and his name was suggested. Hirsch did not 
care to travel so that position was given to the price man 
and Hirsch was put on price work instead. 

To most people this would appear to be overlooking 
a bet, but it proved to b> a good move in the long run. 
He assumed a lot of work in addition te his duties as 
price clerk and made himself a factor in the city trade. 
Many of the customers knowing him personally would 
keep after him during the daytime and he was virtually 
in the sales work until night came, when he had to finish 
up his price work duties. Mr. Hirsch says that in looking 
back upon this it seemed to be the turning point of his 
career, as this‘training gave him a foundation which he 
could have received in no (Turn to Page 78) 
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Hardluck Sam 


He Makes Furies Out of Fairies 


EAR PHIL:—When the gang gets pie-eyed and 


looking for a goat, whose little Vangie do they 


L after? 


collar to be ripped off, what size will it be? 


When there’s a 
Fifteen 
If there’s a hat smashed who 


go Sam's, of course. 
and a quarter, that’s me. 


goes home bareheaded? Right again. And when you 
hear one of the hounds say: “Let’s crown some hoosicr 
with this lemon-cream pie,’ who has to take a bath? 
Attaboy! You’re simply perfect! 

You know I’ve had ruin handed me ever since I got 


strength enough in my baby 


of unpopularity and doubtful safety from trying to bh. 
On th 
16th of June I was safe and sane and at peace wit! 
all the world, the traffic cops. My correspon 
dence was in good shape—only a couple of hours behin« 
on account of I had just got my Betts Gazette ani 
couldn’t get my eyes off of page 2. Just then Harry 
Hawken saw it over my shoulder and he says: “Say. 
Brother Flea, speaking of beauties, do you realize thi, 
here Joppers’ SALESMAN Beauty Contest ends up in 

thirty days and we haven't 


a good scout and help along a beauty contest. 


even 





made any entries yet?” 





hold it off the 
ground, and never have I re 
fused to grab for a hot tool 


fingers to 





or a live wire. It’s no won 
der I head the sucker lists of 
all my funny friends. You 
were there when McDonnell 
and Hawken nailed my 
clothes in the locker and it 
took two of us with nail-pull- 
ers an hour to get them loose. 





You also remember when 
George Kemper and Living- 


ston tied me to a truck in the 
shipping-room, with no clothes 
on, then telephoned the giris 
to come up and see Bob Nol- 
ker’s new bulldog which just 
came in by express. I got 
into a dark corner all right 
but I had to drag that 200 
pound truck over a pile of 








“Wha-a-a-a-t?” I yelps. “A 
beauty contest and our girls 


not in it? I'll see about 
that!’ “While you’re at it,’ 
Harry says, “if you hurry 
some pictures along before 


the 23d they’ll be published 
in the July issue.” 

Believe me I got busy right 
then. First I frisked the 
desks of all the likely candi 
dates, but only found one pic 
ture—one of Frances, our 
black haired beauty. I rushed 
that into the mail and then 
went after the other girls. | 
got them all stirred up over 
the contest and they promised 
to come across. But the next 
day at 2 o'clock the Chief 
asked me was it an epidemic 





wire to do it. 

If I remember right you 
were the crumb that dropped 
the bag of water on Pop 
Casey while I was talking to him in Wesco’s alley. He 
swore I was in on it, and if I hadn’t had on a green tie 
he And so it went. 
I’ve been crowned with bundles of burlap, spattered 


would of beat me half to death. 


with lampblack, peppered with 51% knobs and doused 
with water. The burned-out lamps I’ve dodged would 
fill But I always laughed it off, fell 
for the next gag, and never got sore. Of course, hit- 
ting Signaigo with a bucket and heaving a coil of wire 


a two-ton truck. 


at Beneke wasn’t done in anger, Phil—I was just re- 
taliating. 

Anyhow, the great question is, why always me? I 
get babies to hold, packages to tie up, quarrels to fix. 

No 
How 
Alice says if I will stand 
by Union Station with an old suitcase she will bet me 
a hat against a hair-net some slicker will try to sell 
me a liquor license or a few shares of Boston 
Common. 


loaded cigars and left-over girls to dance with. 
snipe hunt is complete without I hold the bag. 
do they know I’m so easy? 


Which all is brought to mind by my present state 


“If I Get Out of This Alive Hell Won’t 
Have No Kick”’ 





or just a walk-out, and I hai 
to tell him all the girls was 
at the beauty shop or the 
photographer’s. He says now 
he knew what Tillie the Toiler’s boss had to put up 
with, and would I please send for a Public Stenogra 
pher to take his mail. (That last shot went throug!) 
the enginercom, Captain). 

About this time, Frances missed her picture and got 
wise where it had went to and, boy, the fits she threw 
would of made Lady Macbeth’s ravings seem like « 
bed-time story! She says that photo was taken fiv: 
years ago and she only brought it down to give her 
courage to bob her hair, and if I didn’t get it back 
in 24 hrs. she would quit her job and have Baldwin 
come down and take me apart. So I wrote the maga 
zine that Frances had died of a mad-dog’s bite am! 
to send the photo back by next mail. 


The next four days was spent tormenting the photog 
rapher and every night Alice would hunt new whit: 
hairs in my head. The girls didn’t do no work a‘ 
all but chewed the fat all day about the contest. Eac! 
of them had the prize money already spent in Scrugg 
lingerie department. Two of them got real kittenis' 
and asked me could they send in (Turn to Page 85 
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| The time is here— 
: sell waffle irons 


‘ Back from an evening’s drive—back with rosy cheeks and healthy 
P appetites whetted by the touch of dew-kissed summer winds. 


In a few minutes and like a true magician, Mother serves waffles, 
waffle-ized cakes or a waffle-ized omelette right at the table from 
' the WESTINGHOUSE WAFFLE IRON. How easily the waffles are 
made on the WESTINGHOUSE WAFFLE IRON, with its handle 
r which so neatly opens and closes the top, with the convenient switch 
at hand. And they are made without smoke or odor in such a 
dainty way. 
The time to sell waffle irons is here. Talk convenience to the 


women; push the sale of WESTINGHOUSE WAFFLE IRONS; make 
summer an “on” season for bigger, better business. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works Mansfield, Ohio 
Sales Offices in all Principal Cities of the 
United States and Foreign Countries. 


Westinghouse 
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Honored for Best Displays 

During the recent convention of the 
International Association of Display 
Men held in Buffalo, N. Y., in June, 
McCarthy Bros. & Ford were awarded 
the first prize in the class devoted to 
electrical and hardware stores for hav- 
ing submitted photographs of the best 





Edward D. O’Dea 


electrical appliance windows during 
the 1923 and 1924. 


The contest was open to not only 


year 


electrical stores but likewise hardware 
and department stores handling elec- 
trical merchandise and featuring it in 


their windows. The competition was 


quite keen. 


No small share in the honor of this 


achievement is due to the enterprising 


retail department manager of Mce- 
Carthy Bros. & Ford, Edward D. 
O'Dea. 


%* * * 


Fall Meeting of E. S. J. A. 
in Cleveland 
The semi-annual meeting of the 
Electrical Supply Jobbers Association 
will be held in the Hotel Cleveland, 
Cleveland, Ohio, on November 19, 
20 and 21, 1924. 











Credit to the Westinghouse 
Agent Jobbers Association 
Through an oversight in the make- 

up department, the printers left off 

part of the last paragraph of the ar- 
ticle 


“Danger in Blindly Accepting 


the Negative Point of View,” in the 
July issue. It happens that credit 


was given at the end of the paragraph 
to the Westinghouse-Agent Jobbers 
Asscciation, the article in question be- 
a reprint of Mr. Ehrlich’s ad- 
that association at Hot 


ing 
dress before 
Springs in June. 
* * 
Control of Cleveland Electrical 
Supply Changes Hands 

The Cleveland E!ectrical Supply 
Co., 220 High avenue, Cleveland, O., 
announces that Harry Gutentag has 
resigned as president of the company, 
his controlling interest having been 
Madden and S. 
new organization is: 
J. Madden, 


vice-president and treasurer; F. L. 


purchased by J. J. 
‘The 


S. Goldman, president; J. 


Goldman. 


Arnold, secretary. 
* * * 
Boggis Leaves Electrical 
Business 
Boggis, vice-president of the 
Milwau- 


B. o: 
Boggis-Johnson Electric Co., 
kee, Wis., resigned from the company 
effective July 31. It is understood 
that he is going to locate East, 
and that he will no longer be identified 
with the 


in the 


electrical business. 





This picture was taken shortly before 
Mr. Boggis left the company. Left to 
right: James A. Johnson, president; E. J. 
Boggis; Edgar Hoge; C. E. Scheffner; 
Carl Thalman; Fred S. Johnson, _§secre- 
tary. 























Braid 


home of the 
Tenn., at 910 
a reinforced concrete building, 


is the new 
Co., Nashville, 


This 
Electric 
Broadway, 
three-fourths basement, 35 by 165 ft 
They occupy the whole building—business 
exclusively wholesale, in standard radio 
and electrical equipment. 





New Home of the Electrical 
Supply Co. 

A ten-year lease, involving $100, 
000, featured the real estate 
week of 
This was the lease of the old Josep) 
201-7 
Magazine street, now occupied by tlie 


news in 
New Orleans the June 15. 


Levy and Brother building, 
Marks Brothers drygoods, firm, and 
taken by the Electrical Supply Co. 
Of the new building the Electrical 
Supply Co. will take tenure October 
1, the 
retaining a part of its present space. 


Marks Brothers drygoods firm 


The building is entirely modern, six 
stories high, with steam heat and pas 
senger and freight elevators, offering 
40,000 sq. ft. of space, tripling the 
space of the company’s present loca 
tion at 326 Camp street. 

The Electrical Supply Co. is 
headed by Leo Hirsch, president, and 
by Maurice Elgutter, vice-president, 
formally organized under that name in 
1913. Paul Hagan, an experienced 
electrical supply man, bought an in- 
terest in the company in 1918 and be- 
came actively associated in the ¢- 
pacity of assistant general manager. 
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he X-RAY Line | 


Show Window Lighting 
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X-RAY PORTABLE 
FOOTLIGHTS 


No. 10308—For 75 watt Mazda ““C’”’ Lamps 
No. 10309—For 100-150 watt Mazda “*C’’ Lamps 
























JUPITER, No. 610 


100-150 watt Mazda “‘C’’ Lamp 
‘Low Trim” Reflector 


JOVE, No. 600 


100-150 watt Mazda ““C”’ Lamp 
A“‘High Trim”’ Reflector 


STANDARD 
for SHOW WINDOWS! 


A period of 27 years of faith- 
ful service to merchants the 
world over has earned for X-Ray 


Reflectors the name “Standard 
for Show Windows.” 


Display men everywhere agree 
that when they want-dependable 
lighting effects for their displays 
they demand “X-Ray.” 

Whether it be for pure white 
lighting, color lighting, or spec- 
tacular effects, there is an X-Ray 
Reflector exactly suited to the 
requirement. 

Know the whole X-Ray Line 


because you can always 
depend on that name! 






















SCOOP, JR., No.7 
50 watt Mill Type Lamp 
or 50 watt Mazda “‘C’”’ Lamp 
with form ‘‘H’’ Holder. 
A “High Trim”’ Reflector 





COLOR-RAY, No. 66 


Can be attached to either the “Jove” 
or ‘‘Jupiter’’ X-Ray Reflectors 


























HOOD, No. 731 
75 watt Mazda ““C”’ Lamp 
A “Low Trim”’ Reflector 


RR ee 


HOOD, JR., No. 11 


SCOOP, No. 778 
75 watt Mazda “C”’ Lamp 
A “High Trim” Reflector 50 watt Mill Type Lamp 


ve 


or 50 watt Mazda “‘C’’ Lamp 
with form “‘H” Holder. 
A ‘“‘Low Trim” Reflector 


Curtis Lighting, Inc. 


31 W. 46th Street 1131 W. JACKSON BLVD. Merchants Nat’! Bank Bldg. 
New York CHICAGO Los Angeles 
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Probably some of our golf experts will get a “kick” out of studying the various 


poses in this group. Every man you see here is a Western Electric man except one— 
and he is an advertising man and belongs anywhere. The pictures were 
all taken at the Electrical Supply Jobbers Convention at Hot Springs in June. 
to discover their identity proceed as follows: 
top and look from left to right in each row. 


One row at a time beginning at the 
First: A. C. Cornell, manager at Denver; 
. Curran, manager, central station department, New York, with R. W. Van 
Valkenburgh, Southwestern district manager at Dallas, an interested on-looker; W. P. 
Hoagland, central district manager, Chicago; G. E. Cullinan, general sales manager, 
New York, with L. D. Mahon, marketing director of Newell-Emmett Co., New York; 
G. E. Cullinan, general sales manager, New York. 
sales manager, New York; J. F. Davis, sales manager, New York; E. W. Shepard, 
general credit manager, New York; A. 
D. Wilkinson, manager, Minneapolis; R. 









Second: G. E. Cullinan, general 






D. Barber, sales manager, Omaha. 
Van Valkenburgh, Southwestern 












Post-Glover and General Elec- 
tric Building 


A five story office building an 
warehouse, representing an investmen 
of more than $500,000, will be buil: 
by the General Electric Co. in Cin 
cinnati, O. The contract has beer 
awarded the Ferro Concrete Construc 
tion Co. of Cincinnati and work wil 
be started at once in hopes of com 
pleting the structure in the earl) 
spring. In addition to housing th« 
activities of the General Electric Co.. 
the new building will also afford ac 
commodations for the Post-Glover 
Electric Co., General Electric Cin 
cinnati distributors. 


The building will contain 102,000 
sq. ft. of floor space, provision in th 
construction being made for the ad 
dition of two more floors, giving « 
total area of approximately 150,000 
sq. ft. The realty is “L” shaped, 
fronting 74 feet on Third street, 185 
feet on Mulberry alley and 128 feet 
on Pearl street, giving a total of 
20,000 sq. ft. to a floor. 


The topography is such that the 
building will be five stories high on 
Pearl street and four stories high on 
Third street, giving two ground floors 
for the building, which will care for 
the entire warehouse of both com 
panies and will also provide com 
modious offices for each, a completel) 
equipped service shop for the Genera! 
Electric Co. and a store for the Post 
Glover company. 


* + 


New Members, Admitted to 
i. ef 


Three concerns were admitted to 
membership in the Electrical Supp!) 
Jobbers Association during the Hot 
Springs meeting in June—the Cres 
cent Electric Co., Detroit, Mich 
W. G. Nagel Electric Co., Toledo, O 
and W. R. Ostrander & Co., Ne 
York, N. Y. 








district manager, Dallas; J. I. Colwell. 
manager, Seattle; G. K. Heyer, telephon 
supply sales manager, New York. Fourt!): 
H. N. Goodell, western district manager. 
St. Louis; E. J. Wallis, Pacific district 
manager San Francisco, and L. M. Dun. 
general merchandise manager, New York: 
A. R. Loughborough, sales manager, Ci 

cinnati; H. B. Gilmore, manager, Bosto 

Fifth: H. B. Gilmore, manager, Boston 
(twice); T. E. Burger, sales manager, 
Boston (twice). 
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3 in I 
Flashlight 








on = ELL this Masterpiece of together. Or, if preferred, 
on = Flashlights to Boy Scouts, three clear white Mazda 
” = Trainmen, Traffic Officers, bulbs may be had—thus 
is = Boat Owners and all others making it the most powerful 
m = who have need for signaling darkness - dispelling flashlight 
= at night. on the market. 
st 3 It is fast coming into wide- If one bulb burns out, there 
= spread use. are two others for immedi- 
= * * * ate use. 
= One! Two! Three! Either Write concerning this Yale 
= Red, White or Green light Flashlight No. 3401 D, giving 
7 at instant command. Can be us the name of your nearest 
ph used independently or all jobber. 


Hot 


ch 


O 


YALE MONO-CELLS 
Fit All Standard Tubular Flashlights 


HE patented construction of the Yale 
Mono-Cells makes a short circuit im- 
possible in a flashlight. 
They are “chock” full of dark-dispelling 
energy. 


FALE BLBCTARic CORPORATION 
Chicago Brooklyn San Francisco 
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Sales Campaigns 

The Varney Electrical Supply Co., 
Evansville, Ind., put on a campaign 
in June featuring the Westinghouse 
iron in “Hold- 
Heet”’ ironing board pad and cover at 
a price of $6.75. All their dealers 
reported a good number of sales the 
month of the campaign and numerous 
sales were being made in July as a 
result traceable to the campaign. 

The Crown Electrical Supply Co., 
St. Louis, Mo., reports an average of 
100 per cent in the On-to-Nela Cam- 
paign. All of its salesmen are going 
to Cleveland with the Peerless Bril- 
liant Lamp Division. 


combination with a 


* * * 


Bateman Joins Erner Electric 


James M. Bateman was made gen- 
eral manager of the Erner Electric 
Co., Cleveland, O., the latter part 


of May, succeeding G. S. Milner who 
resigned to give his attention to out- 
side interests. 

Mr. Bateman was formerly with 
the Western Electric Co. in various 
capacities leading finally to the po- 
sition of sales manager of the Cleve- 
He left the electrical 
business for a time and became in- 
terested in the manufacture of ice 
cream. His acceptance of the im- 
portant post with the Erner Electric 
the electrical 


land house. 


marks his return to 
field. 


* * * 


Gambill and Griffith Sur- 
charged At Nela Park 

Ben S. Gambill, in charge of city 

sales and P. E. Griffith of the Braid 

Electric Co., Nashville, Tenn., were 

attending the Eleventh School of 

Park. They 


Illumination at Nela 


wrote home telling of the wonder 
ful intellectual time with 
knowledge crammed down them i: 
the short period of time that the 
had ever imagined possible. The, 
are hoping that they will retai: 
enough Nela Park pep to stimulat: 
lamp sales in their territories. 
* * * 
Lindsley Lands “White Way”’ 
Order ° 

O. C. Lindsley, Indiana and Illinoi: 
representative of the Varney Elec 
trical Supply Co., Evansville, Ind. 
was successful in securing an orde: 
from the City of Huntingburg, Ind. 
for a “White Way” system consist 
ing of 52 Westinghouse “Arcadian 
posts with octagonal ‘‘Reflecto-lu: 
Sr.” tops, regulator, panel, cable, etc.. 
amounting to $6,000. He is 
wearing a smile that only time will 


more 


stil] 


wear off. 








DOUBLEDAY WILL BLECTHIC C 


WExfomD 6A ave 


ANNUAL PICNIC 
Wexrenp, pa 





“A Corporation for Cooperation” is the slogan of the Double- 
day-Hill Electric Co., Pittsburgh, Pa., and Washington, D. C., 
and here are the co-operators. ‘This is a group of company 
employees at their twenty-fifth annual picnic and outing held 
at Wexford Grove, Wexford, Pa. June 14. The Doubleday- 
Hill Electric Co. is one of the best equipped electrical jobbing 
institutions in the country. It began business in April, 1897, 
as a partnership between H. M. Doubleday, C. Phillips Hill, 
G. Brown Hill and H. G. Shaler, succeeding the Electrical 
Supply & Construction Co., of which H. M. Doubleday was 
president. The company was incorporated in 1906, the officers 


being C. Phillips Hill, president; G. Brown Hill, vice-president 
and treasurer; and H. G. Shaler, secretary and sales manager 
Mr. Doubleday retired from active interest in the compan) 
when it was incorporated. After H. G. Shaler’s death in 190%, 
his brother, W. D. Shaler, was made secretary. Mr. Shaler 
resigned several months ago, and G. Frank Slocum, who h 
been an active director in the organization, succeeded him. ‘I 
company’s board of directors is now composed of the officers 
mentioned above, together with H. H. Tully, J. J. Husson and 
O. R. Rombach. The last three named are respectively sa 
manager, assistant sales manager and retail store manager 








Above 
No. 990 
Duplex Unit Receptacle 


Below 
No. 7121 Bakelite Plate 
with 6276 Toggle Switch 


Also the 
Connecticut-Bakelite 
Plug 


CONNECTICUT “A-1” DEVICES 





We Saw Them 


In Hotel—“So and So” 


4ONNECTICUT-Bakelite wiring devices have 

been selected for installation in some of the 

largest hotels in the country now under 
construction. 

The rich brown egg-shell finished switch and recep- 

tacle plates act as ornaments on the delicately finished 

walls that harmonize with the furnishings and create 

a “home-like” appearance that appeals to the most 
discriminating guests. 


And again there are no metal parts exposed, elimi- 
nating all possibility of shock from grounds or de- 
fective wiring. Besides they never tarnish or require 
refinishing. 

In short—“‘Dead Front’’ or “Safety First’’—practica- 
bility combined with “Good Taste”. 


© 


THE CONNECTICUT ELECTRIC MFG. CO. 
MAIN OFFICE AND FACTORY: BRIDGEPORT, CONN. 
New York Chicago San Francisco 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 


shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 


Ine., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S.A 
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The Trumbull Electric Mfg. Co. 


New York 


114 Liberty St. Saoten 


San Francisco 
595 Mission St. 


Chicago 


Plainville, Conn. 2001 W. Persh- 


ing Rd. 


hiladelphia 


P 
Atlanta 








“CIRCLE T” SAFETY SWITCHES ® 


Type “A” Quick Make Quick Break 
Safety Switches 








Figure 1 











Trumbull Type A switch 
gives safety in the full 
sense of the word, having 
the most ruggedly con- 
structed machin e-made 
switch possible, which 
switch is placed in a safety 
box. Safety features are 
described in view 1, 2, 3. 


It is important for sales- 
men to realize that safety in 
switches begins with a 
strong sturdily made switch 
in the box. No matter how 
cleverly and safely designed 
safety box may be, it does 
not give safety in switches 
unless the switch that does 


the work is so ruggedly constructed as to be safe itself. 


In figure 1 the operator 
is not able to open the box 
for the switch is closed. He 
must throw into “off” posi- 
tion first to open the door. 


In figure 2 the operator 
cannot close the switch be- 
cause the cover is open. 
To do so he first must 
close the box. But wire- 
men can manipulate the 
interlocking catch to ex- 
amine switch when under 
a load. 


In figure 3 the operator 
cannot touch a live part as 
the shield covers the entire 
switch, which is dead. The 











Figure 2 








dead fuses are the only exposed parts and they can be 


renewed with absolute safe- 
ty. Wiremen can easily re- 
move shield to examine 
switch. 


In figure 4 the new Type 
“A” Safety Switch, 30-1200 
Amperes is illustrated show- 
ing the box, the machine- 
made switch and the inter- 
locking feature. In numeri- 
cal order the safety points 
of this switch are enum- 
erated. 














Figure 4 


. Rigid fastening of blade to 
handle cross bar. 

5. Can be locked open (locking 
shelf on outside). 


7 
loosen. 8 
9 








Type A, Quick Make—Quick Break 


1. “Built-up” contact jaws. 6. Ample room for running 
2. Safety interlocker. wires. , 
ea : oe Quick make and quick 
3. Hinge rivet is upset—can’t mrt og 
Knockouts—ends, sides 


and rear. : : 

Pin with which interlock 
operates, (See paragraph 
3.) 








Figure 3 








Quick Make Quick Break 
Spring 

Figure 5, an integral part of any quick 
make and quick break type switch is the 
spring. Upon the spring is dependent 
the operating efficiency of the QM 
and QB. The spring used in this new 
type switch has withstood the sever- 
est tests without deterioration. No- 
tice the illustration—see how few and 
free from intricate parts is the me- 
chanism which makes up the QM and 
QB device. The spring itself if worked 
to less than 50% of its capacity will 
give a long life, easy and positive 
action. 


“Circle T” Type- “A” Safety 
Switches with their exclusive, yet es- 
sential safety features offer the factory 
engineer and the electrical contractor the 
solution to the 100% safety problem. 


Late “Circle T” Bulletins describe 
the complete line. Send for them. 


IMPORTANT! Quick Make and 
Quick Break Safety Switches are the 
same price as the former Quick 
Break only. 











The New 
QM and QB 
Spring 


Figure 5 











A PART OF TRUMBULL ELECTRIC MFG. CO., ADVERTISING WHICH REACHES 


CONTRACTORS, CENTRAL STATIONS, ARCHITECTS, ETC., 





TO HELP YOU SELL! 
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Kabat and His Motto 
Note was made in the June issue 
that the Independent Electrical Sup- 
ply Co., New York, N. Y., had moved 


into its new home at 52-54 Murray 








Harry H. Kabat, President of the Inde- 
pendent Electrical Supply Co., and Their 
New Quarters 


street. It is a pleasure to show in 
this issue a picture of the new quar- 
ters and also one of Harry H. Kabat, 
the president of this company. 

Mr. Kabat is an_ indefatigable 
worker and has been since the time he 
dug into the business 25 years ago, in 
a blue flannel shirt, checkered cap and 
his characteristic pipe—not the up- 
side-down Dawes variety, however. 
He is also a quick thinker and a fear- 
less speculator. Believing that a dol- 
lar in the hand is worth 40 in the 
bush, his motto is “Beware of the 
slavery of credit—buy for cash and 
you will stay in business.” 

Fishing is his hobby, and he is said 
to be good in that line of endeavor 
also. 

* * 
Jennings is Sales Manager for 
Ashland Electric 

V. T. Jennings, formerly with In- 
land Electric Co., Chicago, IIl., is 
now sales manager for the Ashland 
Electric Co. of Chicago. 





News of the Salesmen 

Interesting happenings in connec- 
tion with the Perry-Mann Electric Co., 
Columbia, S. C., are as follows: D. A. 
Amme, representative traveling the 
Charleston territory, was married on 
April 23, to Miss Rosalie Matthews, 
of Charleston. They enjoyed a trip 
through the East and are now at home 
in Charleston. Charles Webb and 
George H. Bell, salesmen, spent two 
weeks taking the salesmen’s training 
course which the General Electric Co. 
is giving the salesmen of its distribu- 
tors at its various factories 

L, F. Stone, who was for six years 
with the Varney Electrical Supply 
Co., Indianapolis, Ind., has become 
associated with the Braid Electric Co., 
Nashville, Tenn., covering West Ten- 
nessee. P. E. Griffith covers Central 
Tennessee. 


J. E. Vaux will cover southwestern 
Iowa for the Terry-Durin Co., Cedar 
Rapids, Ia 

H. F. Williams, formerly city in- 
dustrial salesman for the Wesco Sup- 

v Co., St. Louis, Mo., has resigned 
to go with the Bussman Mfg. Co., 
working out of Chicago. 

Harry C. Tilden and G. M. Shep- 
ard are two new salesmen for the 
Electric Corporation, Los Angeles, 
Calif. 

The Electric Appliance Co., San 
Francisco, Calif., has employed three 
new salesmen in Emery Gove, W. D. 
Brill and Eugene Mathes. Bill Rose- 
wall has recently been employed as 
counter man. 

J. E. Ramsey, formerly in charge 
of the city desk of the Cabell- Irby 
Co., Jackson, Miss., will begin travel- 
ing the state of Mississippi along the 
Illinois Central R. R. J. E. Williams, 
formerly receiving clerk will take the 
position left vacant by Mr. Ramsey. 

L.. Hoffmaster is a new salesman 
for the Southwest General Electric 
Co., Dallas, Tex. 

Louis Greengard, formerly with the 
Welsbach Co., has joined the sales 
force of the Crown Electrical Supply 
Co., St. Louis, Mo. George Forbes 
has been put on the city counter. 

E. Harold Woodill, merchandise 
manager of the Woodill-Hulse Elec- 
Los Angeles, Calif., re- 
turned early in July from a motor 
campaign trip to Portland, Ore. He 
reported good fishing and good roads, 
but shortage of rainfall. 

The Philadelphia Elec. Co. (Supply 
Dept.) of Philadelphia, Pa., has 


tric Co., 














added several new men to its rostey 
in the personages of M. E. Minkler, 
formerly with Cates & Sheppard i: 
Philadelphia, and H. A. Van Sciver 
who has been transferred from tl 
purchasing department. 

F. L. Heuber and W. H. Mitchel! 
are two new men on the sales force 
of the H. C. Roberts Electric Sup- 
ply Co., Inc., Syracuse, N. Y. 

Two new men are specializing in 
fixtures for the Commercial Electric 
Supply Co., Detroit, Mich. They are 
F. T. Davidson, formerly with the 
Barker-Fowler Electric Co., who will 
travel, and M. J. Bonanson, promoted 
to city salesman. 

A. H. Hall is specializing in wash 
ing machines and vacuum cleaners for 
the Electric Appliance Co., Chicago. 

Bob Charbonnell has taken A. 
Alcorn’s city territory for the Mine 
& Smelter Supply Co., Denver, Colo. 

Laurence von Weller, formerly with 
the Gilham-Schoen Electric Co., At 
lanta, Ga., is now with the Robert- 
son Supply Co., Orlando, Fla. He 
will cover the east coast, from Miami. 

Norman Brush, who was with the 
Gray Electric Co. is now on the sales 
force of the Crescent Electric Co., 
Detroit, Mich. 

R. L. Krows and L. E. Schaefer 
are new salesmen for the Monarcli 
Electric & Wire Co., Chicago, IIl., 


traveling Illinois and Iowa respec 


tively. 











This is C. D. McClary, formerly sales 
manager of Western Electric Co., Pitts- 
burgh, Pa., who has been made manager 
of the same branch, succeding W. H 
McCrellish, now manager at Cincinnati 
Mr. McClary needs no introduction or 
eulogy, but is ably and quietly presiding 
over a fine organization. 
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What one Jobber has done 
YOU—TOO—CAN DO!!! 









All Standard Ranges in 
Apartment Installations 
go through Standard Job- 
bers hands. 
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has pleased 
this owner 
and for years 
to come will 
/ please his ten- 
/ ants. A Jobber 

secured this or- 

der. A Jobber is 
reaping the benefits of repeat orders in this same city. 


THINK OF THIS 


Standards have been selected for every apartment installation where 
they have competed. Quality and Adaptability have won every time. 
Price was never the determining factor. 


/ 
/ 


j 
/ 





MODEL 421 
The ideal apartment 


or bungalow range. TOLEDO, OHIO 
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This is a picture of the Listenwalter & Gough organization of Los Angeles. 
organization is reputed to be the largest single distributor of electric vacuum cleaners 
in the country and the photograph reached us through The P. A. Geier Co., whose 


Royal cleaner they sell. 


This 


Mr. Gough is in the upper left corner of this picture and 


Mr. Listenwalter in the upper right corner. 





Comparison of Credit 
Delinquencies 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during May, 1924, and June, 
1924, as compared with the same 
months the previous year, together 
with the total amounts and 
amounts of the delinquencies. 


average 


Branch Number of 
and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
May, 7026.........:.:: 749 $ 95,984.85 $128.15 
May, 1924.............957 110,184.35 115.13 
June, 1928..............721 95,133.51 181.95 
June, 1924..............889 108,723.48 122.30 
New York 
May, 1928.......... 437 68,228.00 156.00 
May, 1924.... 866 51,725.00 141.09 
June, 1923..... 428 50,758.00 118.09 
June, 1924........ -... B36 49,433,00 147.00 
Philadelphia 
May, 1928..............225 26,399.32 117.33 
May, 1924.............827 32,961.99 100.80 
June, 1928.............237 24,580.53 108.28 
June, 1924.............. 248 28,068.46 1138.16 
New England 
May, 1928.............. 29 3,464.08 119.45 
May, 1924...... 70 6,883.85 98.34 
June, 1928.............. 29 2,325.95 80.20 
June, 1924.............. 88 7,021.00 79.78 
Pacific Coast 
May, 1928.............. 20 2,910.69 145.70 
May, 1924........ = 3,180.00 118.57 
June, 1928.............. 52 18,873.41 266.80 
June, 1924.............. 22 3,877.89 176.25 


+. ia * 

“White Ways’”’ in the Carolinas 

H. T. Long, vice-president of the 
Carolina States Electric Co., Char- 
lotte, N. C. reports that several ‘white 
way” contracts have been let recently 
in the Carolinas, and that his com- 
pany has been successful in obtaining 
its full share in this business. 


“Pesco” Becomes a General 
Electric Distributor 

The Protective Electrical Supply 

Co., 130 W. Fort 

Wayne, Ind., has recently been ap- 


Columbia street. 


pointed a General Electric Co. dis- 
tributor and the accompanying pic- 
ture was taken on June 21 at a con- 


ference of G. E. and ‘“‘Pesco”’ sales- 


men. It was taken at the entrance 
to the store. The men can be iden- 
tified as follows: Left to right— 


Fred Hurd, Joseph M. Fitch, Joseph 
Ellert, D. C. Becker, H. W. Rueth- 
Donald 
Kepler, Clarence William 
Wintle, William Lahmon, H. W. 
Henline, John Young, F. W. Schwied- 
ing, Jay Miller, M. B. Larimer, 
Herbert Miller, Arnold C. Spiegel, 
Chas. E. Becker, F. F. Sengstock, 
James B. Crankshaw, Fred Wiebke. 


James <A. Turner, 


ling, 
Busch, 





Changes in Personnel 

K. W. Fitzpatrick has been elected 
secretary of the Freeman-Sweet Co.. 
Chicago, Il. 

Miss Ila Kelso has been appointed 
bookkeeper and credit manager for 
the B. & R. Electrical Supply Co., 
Denver, Colo. 

A. C. Wallace has been promoted 
to the position of office manager with 
the Electric Corporation, Los Ange- 
les, Calif. 

A new manager for the radio de- 
partment of McCarthy Bros. & Ford, 
Buffalo, N. Y., has been selected in 
the person of John Eichman. 

V. B. Smiley has been put in charge 
of the sales office of the Gee Electric 
Co., Wheeling, W. Va., replacing W. 
H. Upham who has resigned to go 
into business for himself. 

Miss E. Schneider has _ been 
pointed bookkeeper for the Crown 
Electrical Spply Co., St. Louis, Mo. 

H. P. Riddell has been made 
branch sales manager in the Indian- 
apolis territory. 


ap- 


* * * 


Cass Reports Good Business 

Phil. Cass, of Philip Cass & Co., 
40 N. Fifth street, Phildelphia, Pa.. 
reports a rattling good business, but 
refuses to reveal his secret. Phil has 
a method of doing business all his 
own, and you can’t blame him for not 
letting the world in on it. 


* * * 


Juergens Heads Laird Power 
Department 

C. E. Juergens, formerly with the 

St. Paul Electric Co., has accepted 

the position of manager of the power 

apparatus department of the R. M. 

Laird Electric Co., Minneapolis, 


Minn. 





Group at the “‘Pesco’’ Conference 































August, 1924 THE JOBBER’SfJ|SALESMAN 


It’s a DURABILT PRODUCT 


Reg. U. S. Pat. Off. 


—that means Quality 














| DURADUCT 


The original single-wall non-metallic 
conduit, the leader in quality, possesses 
many advantages. 





Reg. U. S. Pat. Off. 


ed The roller-bearing wireway, which is 

* found only in DURADUCT, has proved 

is, that it offers the least resistance when 
fishing the wire. 


The single wall keeps the tube flexible 
the year round, and is a good example 


of the built-in quality that features 
DURABILT Products. 


TUBULAR WOVEN FABRIC CO. 
PAWTUCKET, R. I. 
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HERE is 
about appliance sales. 
of the 
creasing and the present degree of 


no cause for worry 
This end 
business is constantly in- 
specialization on the part of jobbers 
proves it worth while. However, the 
progress toward saturation is much 
slower than it should be, for several 
reasons. 

In the first place, we do not sell ap- 
pliances faster because we are not 
offering a “disappearing commodity. 
Check up on most of the world’s huge 
fortunes, amassed through the sale 
of merchandise, and you will find the 
goods perishable or disappearing, 
oil, fuel, food, etc., are quickly con- 
sumed and the buyer comes back for 


But 


off with a percolator it is necessary 


more. when a housewife starts 
to begin all over on the next device, 
and all those she may buy will stick 
around for several years at least. 
Another set of brakes bearing down 
on appliance sales today is the tre- 
mendous hold on the people enjoyed 
The call of 


pleasure is strong and money is being 


by autos and radio. 


directly diverted from the appliance 
channel to that where auto and radio 


payments are flowing. This is not 
hearsay or conjecture but taken 


from the reports of salesmen selling 
the housewife. It is getting easier all 
the time to buy motor cars and radio 
equipment and when mother or dad 
saves a substantial sum of money the 
down payment on an auto usually has 
first call. 
to electrical appliances to find them 
so highly desired as to be displaced 
only by the two leaders mentioned. 

Much has been said about the effect 
on the jobbers’ business by house-to- 


It is really a compliment 


house campaigns on the part of other 


Why Appliance Sales Do Not “Rocket” 


Slow and Steady Increase All That Can Be Expected— 


Prospects for the Future 


By J. H. VAN AERNAM 


Sales Promotion Manager, Iron City Electric Co., Pittsburgh 





J. H. Van Aernam 


appliance organizations. I see no 
reason why the jobber should not 


benefit from these competitor activi- 


ties. A real jobber should have a 


good dealer representative in each 
neighborhood and in each town. If 


these dealers are alive they will sell 
many prospects worked up by the 
house-to-house crews, chiefly through 
a better acquaintance with the buyers. 
Many dealers have nut the time to 
demonstrate on a wholesale basis, but 
many a woman caught the appliance 
fever from watching canvassers dem- 
onstrate, then went straight to her 
own dealer and bought from him. 
With the sale of washers and clean- 
ers more or less stabilized and getting 
closer to quota, the trade is concen- 
trating heavily on getting over the 
electric cooking idea until it becomes 


















the main wedge for the final drive. 
The toasters, grills, percolators, etc., 
are paving the way by getting the 
house wives accustomed to electric 
cooking. Ranges will follow in large 
numbers and the general average of 
cooking appliance use will be brought 
up to the proper level. Central Sta 
tions are lowering rates and helping 
ranges come to the front. The idea 
being sold is a combination of econ- 
omy, cleanliness and comfort, low 
operating expense, cool kitchens, less 
fatigue and better food. 

With ranges the wiring is an im 
portant factor when the owner of an 
old dwelling is approached. This is 
a lesson to make a strenuous effort 
to wire all new dwellings for ranges. 
In the new house the wiring expense 
is a tiny percentage of the entire out- 
lay, while the job in an old home in- 
volves a lot of tearing up and the ex 
pense is heavier. Architects and 
builders are quick to see the light and 
do not quibble over first cost, having 
vision enough to see the ultimate bene- 
fit to the house owner. 

Many outlets are of course a good 
thing but it seems circuits have been 
somewhat neglected for the former. 
Too many outlets and not enough ex 
tra circuits mean the same as a flock 
of water faucets and insufficient pip 
ing back of them. Adding a circuit 
in a new building is nothing compared 
to squeezing it in a year or so later. 
When you plant a rose bush you do 
not expect an immediate display of 
floral beauty; when the new home 
home is built it is erected for the 
future. Therefore full provision 
should be made for the addition of 
every convenience later on. 

Nearly every one is interested in 
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The Path of Least Resistance 
Leads to the Largest Profits 


You will find it easier to place the Bee-Vac with your dealers, because it is Nationally 
Advertised, complete in every modern cleaner detail, more efficient than many higher- 
priced cleaners, has exclusive features, and sells at an astonishingly low price. 


Then remember that the Bee-Vac Electric Cleaner is sold only through jobbers. The 


tremendous demand for the Bee-Vac, therefore, forces business into your hands. 


Write for the facts about the profits other jobbers have made, and complete informa- 
tion about the Bee-Vac and the big, National sales plans for this fall. 


CONSUMER PRICE 


A Worth While $ 5 A Substantial 
Profit Profit 


for the Jobber Why Pay More? for the Dealer 


}BiRTMAN |\LEGTRIC COMPANY 








LAKE AND DESPLAINES STREETS 


GHIGAGO U.S.A. 
Dept. B-108 






























THE JOBBER’SfA)SALESMAN 














Lynchburg Insulators 














~\ QUALITY 


= AND 








\ SERVICE 


UALITY: Lynchburg Insulators are not only 





made and tempered by the latest methods un- 
der the supervision of a high class Glass Engineer, 


but are also subjected to very rigid tests in our In- 


the failure of dishwashers to sell in 
large numbers. The answer is that 
the big wedge has not been driven. 
There are a large number of manu- 
facturers making and advertising 
electric washers and vacuum cleaners, 
but only a few behind dishwashers. 
In the case of a clothes washer or a 
cleaner the question with the house- 


| wife is which make to buy. With the 


dishwasher, however, women as a 
class ask themselves if they need a 
dishwasher at all, and what it will do. 


In spite of the obvious need the 
tendency is to worry along without 
the machine. In the average home, 
allowing for absences, etc., 32,850 
dishes are washed and wiped in a 
years time. Yet the electric dish- 
washer will not go over the top until 
a large number of them are placed in 
use simultaneously—enough to create 
the necessary talk and desire on the 
part of prospects who see the ma- 


| chines in operation. 


All appliances are held back be- 
cause many who sell them do not use 
them, therefore have not that supreme 
confidence that comes through owner- 
ship. A preacher who does not prac- 
tice the Bible’s precepts is called a 
hypocrite. The same term of course 
would hardly do for an electrical man, 
but he should by all means practice 
what he preaches and use the mer- 


| chandise he is selling. There is no 


greater recommendation from a range 


| salesman than “I have one and it does 


spection Department for accuracy in measurement, | 


as well as for strength. 


the work, and here are some of my 
bills for current.” It is proof posi- 


tive on the spot and every electrical 


SERVICE: We carry a large stock of well sea- 
soned Insulators on our yards at all times, piled 


outdoors, subjected to the same climatic conditions 


as if they were on poles; thus insuring prompt ship- 


ment of unquestioned quality. | 


If you are not now handling our Insulators, a 


trial order will convince you of our ability to fur- 


nish you the best service and superior quality goods. 


salesman should be a heavy user of 
appliances. 


* * * 


Fans and Movie Films 


Drying of films used to be one of 


| the great problems of moving picture 


producers. The hundreds of feet of 
thrillers and love stories could not be 
hung up to dry like ordinary ‘‘still- 
life” camera film. Also, if specks of 
dust adhere to the damp film the) 
may, quite possibly, ruin the hero's 


| facial expression just at the point 


_ where, after numberless difficulties, h 


Lynchburg (hiss Corporation 


Lynchburg, Virginia 


had won the hand of the lady of his 
choice. Now, by using giant fans, film 
drying is a routine detail. These fan> 
blow washed, warmed air down th: 
centers of framework cylinders aroun: 
which the films have been wound an 


| the drying is accomplished quickly an 








easily. 
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GOOD WIRING 
COMPLETE WIRING 


GREAT BUILDINGS , 





< —] MODEST BUILDINGS [ 

















DE LUXE JOBS 


Were with you! 








That’s the angle to take when [. 5 WALL. Susives 








you tell the contractor how 
these devices stand up for him. 
They’re the high-spots of the 
wiring job . . . quality there 
means a high regard for the 
installation and his reputation. 
Your own house, too, likes 
sales built up on lines that 











support 7ts standards. That 
support is behind you in H@¢H 
soods—and ahead of you in 
every contractor's shop where 
they're known! 
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Lighting Equipment Dealers 
Back Essay Contest 
As might be expected, the main 
discussion at the second quarterly 
meeting of the Executive board of 
the National Association of Lighting 
Equipment dealers centered around 
national essay contest of the Lighting 
Educational Committee. The meet- 
ing was held at the Ambassador, At- 
lantic City, N. J., June 25 and after 
the board had thoroughly analyzed 
angle a 


this campaign from 


motion was that the dealers’ national 


every 


organization do all possible in every 
cooperative way to work with and 
support this activity of the Lighting 
There 
real opportunity for every dealer who 
will be liberal in lending his support 
to 
community. 
should start planning now how he can 
best tie in with this movement. 
Those present at the board meeting 
were: E. R. Gillet, president; Chas. 
H. Hofrichter, business manager; 
R. W. Smith, secretary; A. L. Oppen- 
Fred R. Smith; H. E. 


Educational Committee. is a 


his local 


Every wide-awake dealer 


the campaign in own 


heimer; 
Golstein. 


* * 


Census of Lighting Equipment, 
1923 


The Department of Commerce an- 
nounces that returns from 732 estab- 
lishments engaged in the manufacture 
of lighting equipment show products 
to the value of $180,926,000 during 
1923. The inquiry, which is the sec- 
ond of an annual series, was expanded 
to include equipment designated as 
“miscellaneous lighting equipment,” 
which group was not included in the 
reports for 1922. The total value of 
this miscellaneous group, $90,783,509, 
constitutes slightly more than 50 per 
cent of the total value of all products 
reported in 1923. The lighting fix- 


* 


tures reported in the following table 





MANUFACTURE OF LIGHTING EQUIPMENT; 1928 and 1922 








— 1923. a 1922 —, Per cent 
Number of Value Number of Value of increase 
establishments of establishments of or decrease 
reporting products reporting products 1922-1923 
Class of product 
IN si shit iia estonia evi 732  $180,926,265 521 $76,402,198 136.8 
Residence lighting fixtures: 0... ........ SRRLLISL ......... 41,621,505 29.3 
FNS AEN Sco nsn anne casnies (1) (1) 254 24,284,471 = ..... 
oe ek a kA ea ee 285 19,894,204 (2) NG cacentes 
hak. a ee a a 244 10,025,445 (2) a 
Table and floor lamps.............. 201 13,310,205 178 12,222,814 8.9 
Renting Jems —o55:scisissnst. igi, (1) (1) 109 S5706,220 © 8... 
Poppet os: -.....-55.... 5% 99 3,892,282 (2) Caer Fo So. 
Candelabra and candlesticks 80 1,018,662 (2), ae ae 
Lanterns and outdoor 
| pee oe ee 101 5,670,448 (2) Cj ere ann 
Commercial lighting fixtures:...... ....... 12,218,639 __........ 7,267,941 68.0 
Auditorium, ..........06.:.... rere 50 1,783,775 67 1,825,890 —2.3 
Orchestra and theater.............. 28 1,446,809 14 125,525 1,052.6 
Stage and motion picture........ 30 1,582,515 25 520,479 204.0 
Le ee Secor cere 133 4,377,363 105 3,058,213 43.1 
Window and showcase.............. 38 912,240 40 1,246,321 —26.8 
PUIG NS 2... os. eS. 64 2,110,987 (2) ages 
Operating and _ hospital............ (1) (1) 41 492,013... 
Industrial lighting fixtures:........ 0 ........ 4,901,468 = ........ 7,718,846 —36.5 
Factory or industrial................ 30 1,410,788 46 3,870,178 —58.1 
CBF sik Peete cstee es EX ; 8 2,296,495 16 2,087,358 10.0 
Office and drafting room.......... 23 339,041 36 1,658,494 —79.6 
Yt A Oe i AiR “3 288,137 13 311,005 —7.4 
PET, eis ccs esas assessed 24 567,057 238 291,811 94.3 
Street lighting firtures:................ 0... 1,068,685 22 3,948,308 —72.9 
Street. Teme... coos. 10 365,794 22 3,948,308 —90.7 
Posts and standards.................. 9 702,891 (2) (2) 
Marine lighting fixtures: 
Marine lighting ............. ies ee 17 959,523 22 525,678 82.5 
Shades for lighting fixtures:.........0 ........ 17,166200' © ........ 15,819,915 12.2 
UP OR Ck. CMR ee non eyes 60 6,292,854 69 8,105,068 —22.4 
1, he. th OR eB aRt  aDeted Be 85 8,549,464 3/82  8/6,879,553 34.0 
Paper and parchment.............. 42 632,294 28 310,299 108.8 
Cretonne, linen or other fabric 10 1,192,949 (3) (3) ea 
Tin, aluminum, brass, or 
rh gil: ta SO Se 14 309,521 14 517,995 40.2 
Reed, rattan, or other wood.... 7 211,168 2 7,000 2,916.7 
Miscellaneous lighting 
pe vie cn, Ee ES Tee Oe Gee RES 90,783,509 
Automobile lamps (complete) 59 22,558,648 
Incandescent electric lamps 
Col |) a ee 62 58,691,479 
Bicycle and motorcycle lamps 6 191,856 (2) (2) 
Carriage and wagon lamps...... 3 16,735 
Miners’ safety lamps................ 12 1,670,346 
Lanterns, other than for 
residence lighting ~................. 22 2,095,523 
Headlights, locomotive, 
industrial, and other.............. 10 675,933 
Incandescent gas mantles........ 19 3,706,895 
Reflectors, globes, bowls, 
chimneys, and other 
DONS 62... 60 6,181,594 





Not called for on schedule for 19238. 


/ 
2/ Not called for on schedule fer 1922. 
3/ 


as one item. 


The schedule for 1922 included “Silk,” and “Cretonne, linen, or other fabric,’ 


are arranged in five main groups: resi- and marine lighting fixtures, follow:d 
dence, commercial, industrial, street, by the auxiliary groups, “Shades for 








“Notice the Lighting Equipment” 
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If you Sell and Install electrical things here are 


Sources of Protit 
from 1 device 


Every time you sell a Tork Clock you make a real profit and 


sell more goods because— 


1. Tork Clocks regulate the use of other electrical 
equipment which you sell. 


2. The demand for other equipment is increased 
by its well regulated use. 


3. If you sold the Tork Clock you will sell the rest. 


Tork Clocks are the simplest devices 
obtainable for regulating the daily use 
of electric light with no other personal 
attention than a weekly winding and 
a yearly cleaning. Closely priced. Built 
by an established maker and mar- 
keted through 200 established distrib- 
utors. An electrical necessity for you 
to sell now and henceforth. 


Send for names of our 
nearest distributors 
who are in position to 
give you unusual sales 
and advertising assist- 
ance. 


TORK COMPANY 
8 West 40th Street, New York 


windows 


/ wii 
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CLOCK per ” 
.o)> Gli contract / 


f you wire 

/ buildings or 

/ install lighting 
/ equipment send 
/ this coupon for 





/ free samples of... 





TRADE - MARK 


Electric Outlet Company, 8 West 40th St, N.Y. 
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Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflectors) 








a 


Shallow Dome ABolite with 
Threaded Type Holder 


A” EXCELLENT “general | 

utility’ outdoor unit for rail- | 

roads, construction work, yards, etc. 
Here’s Why— 

Hung high, gives wider distribu- 


tion than the RLM Type, and illumi- 


nates objects well above the work- 
ing plane. Traveling crane chains, 
grab-buckets, etc., are thus easily 
seen and avoided. Sell “safety 
first.” 


Catalog 177-A is full of Sales 
Points and ABolite Light- 
ing Information 


5 Big Sales Points 
about ABolites 


1 Correct Design right light 
distribution. 

2 Aci urately 
powerful presses 
ordinary reflectors. 
Detachable Reflectors—an important 
\Bolite feature—permit the contrac- 
tor to get the installation passed and 
to attach the required reflectors later ; 
makes cleaning easy. 

1 Low Stock Investment—ABolite in- | 
terchangeability makes it easy to| 
keep a full line and_ to deliver | 
promptly. 

> Made For Service 
every operation 
own plant. 


assures 


Made 


on 
are 


dies 
“spun” 


between 


not as 


and Satisfaction 
being done in our | 


AB PRODUCTS DIVISION | 
The National Screw & Mfg. Co. | 
CLEVELAND, O. | 


FH@ a= | 


lighting fixtures’’ and “Miscellaneous 
lighting equipment.” 

In the manufacture of lighting fix- 
tures the largest increase is shown for 
marine lighting, 82.5. per cent, fol- 
lowed by commercial lighting, 68 per 
cent, and residence lighting, 29.3 per 
cent; whereas marked decreases are 
shown in street lighting fixtures and 
industrial lighting fixtures. An 
crease of 12.2 per cent is shown 
the manufacture of shades for light- 
ing fixtures. 


in- 
in 


* * * 


Central Electric Issues Result- 


Producing Card 


Juska, manager of the publicity d 
partment of this jobber and is in th 
form of a mailing card 7 by 9% 
One side of the card is reproduce: 
herewith—the other side bearing tl 
words “Open these cartons for large 
with appropriate drawing 
sartons. 


profits,” 
showing the 

In the first place the card is 
guarantee of a definite fixture policy 
the jobber going on record that he wil! 
protect his dealer trade. 

Greuped below in a manner to bx 
easily read—almost at a glance- 
the eight cardinal points in the plan 
of distribution of the product togeth 


are 


An example of a well designed er with the jobber’s facilities for giv 
piece of mailing literature has re- ing his dealers service in connectio1 
cently been sent cut by the Central with the line. 

Electric Co., Chicago, Ill., to 5,000 The card was mailed about the first 
dealers. It was originated by F. of July and the first day after tl 
oe sucecceeecescucunsnacsccssnenss: 





A Lighting Fixture Policy that Protects the Dealer 





THE 108 PAGE 





1 
E 


The Dealer Carries Only Samples 
We carry the stock packed one fixture to a carton 


PHOTOGRAPH PORTFOLIO COMPLETES THE DISPLAY ROOM 





I If you are located in or near Chicago you 
¢ can bring your customers to our exhibition 

room where you will find a very unique 
display of Wahle Fixtures that will sell ‘your 
customers on sight. 


II If you are an out-of-town dealer the 
¢ ordering can be accomplished just as easy, 

because we have a very attractive 108 page 
selling portfolio from which your prospect may 
make his selection. 


Both Chicago and out-of-town dealers should 
place an order with us at’once for this Wahle 
Selling Portfolio which we furnish for the aston- 
ishingly low price of $1.75. This porttolio is 
really a portable display room. ‘ 


Ill You do not have to carry a stock of 
e Wahle fixtures, because your prospect 

selects the type of fixture he desires 
from the Wahle Selling Portfolio. We “carry the 
load at all times.” All you carry is a few samples. 


I Wahle Fixtures embody many exclusive 
¢ designs; the entire Wahle line is of high 
class workmanship throughout. 

are very low—quality considered. 


> 


Prices 
































Wahle Fixtures Will Bring 


You Greater Profits because— 


Write us for the 
Wahle agency 
in your locality. 


( Address Section—A 
Lighting Division 


ind Cotes Span 


316-326 South Wells Street 
CHICAGO 


V The Wahle line is a boxed line, each 
¢ fixture being individually packed in a cor- 

rugated carton upon which is pasted a 
label that shows the catalog number and picture 
of the fixture inside of the carton. This enables 
your workmen co assemble these. fixtures with- 


out loss of time. 
V ¢ room are tagged as follows: One tag 

shows the estimated price to consumer, 
complete less lamps. The po cea tag shows the 
list price bare fixture only (as we sell it to dealer) 
no socket, glassware, wire or labor of installing 


included. 
e 
\ Il. from our Chicago stock on all catalog 
numbers preceded by an asterisk on 
the price list bound into every Wahle Portfolio. 
On all other numbers, immediate shipment 
from the Wahle warehouse. 
It can be readily visualized that, as 
a Wahle Dealer, you are assured 
MA 


VIII. 
XIMUM TURNOVER 
WITH MINIMUM INVESTMENT. 


(7 


The Wahle fixtures in our exhibition 


Immediate shipment can be effected 
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Result-Producing Card of Central Electric 
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Sguare Deal 


in every foot of Ettco 


A square deal isn’t a thing that 
- can be reduced to a system. 


You can’t even confine it to a 
policy. 





But having made it the ideal of 
our whole organization for 17 
years, it reflects itself in all that 
we make and all that we do. 








Eastern Tube and Tool Co., Inc. 
Brooklyn, N. Y. 
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Have You Heard Them Talking? 


Announcing- nSLevolt 


White Glazed Porcelain 
Bracket 


Cat.No.105 


Patented 
and Patents Pending 


There is nothing equaling this bracket for bathrooms, kitchens, hospi- 
tals, etc. Easily kept clean and fresh looking, never discolors. Lever 
at bottom allows ease of operation and serves as a Raneing knob. 


* # 


Easily wired. Position of socket may be inverted. 


at WAS GILL |: 


MANUFACTURIN G CO. 


ESTABLISHED 1904 


VALPARAISO - INDIANA 


The first announcement of the new Levolier White Glazed 
Porcelain Bracket was made in July. Dealers everywhere have 
accepted the fixture with enthusiasm. They say: “You have 
given us something different. You have certainly hit the mark 
with your new fixture. We can sell the new Levolier Bracket. 
There is nothing else like it.”” Everybody likes it. 

Your dealers can make a handsome profit on this item. It lists 
at $4.00 each. Every pair sold will sell another. 


Get your dealers started with this popular number. 
Ask your house for a sample and prices. 


| PECGILL |: 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1904 Cnatrenton ComPounes 


VALPARAISO + INDIANA 





































mailing resulted in 15 direct inquiries 
Thereafter the returns were fair], 
steady of a considerable time. In ad 
dition to the direct returns, Centra 
Electric salesmen reported a marke: 
increase of interest on the part o: 
dealers which they could readily trac: 
to the effect of the card. 


ee 


Flood-Lighted Ice Monument in 
Michigan 

If the North Pole that Cook anc 
Peary hunted was as prominent as tl« 
one shown in the accompanying photo, 
there would have been no room for 
arguments. This gleaming column of 
alabaster ice is (or rather was) man 
made, resulting from the ingenuity o! 
the village authorities of Houghton, 
Mich. It is described and illustrated 
n “Beardslee Talks.” During a cold 
snap they built up this pillar to a 
height of 72 feet at practically no 


| expense, for Nature herself was thx 


sculptor. 


Flood Lighted Ice Monument 


At night when flood-lighted wit! 
two 500-watt lamps it was visible a 
a distance of two miles. S. G. Evan: 
Houghton, contractor, who installe: 
the floodlights, describes the metho 
of producing this beautiful effect. 
length of pipe was fixed upright an 
connected to the water supply. Th 
water was allowed to flow slowly oi 
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A. Way of Demonstratinc 
















FoR a long time we have advocated that the 
most practical demonstration the dealer can 
make of an ILG Ventilating Fan is to install one in 
his own store. Many have adopted the idea — it’s 
been a moneymaking suggestion. These photos 
tell the story. 














For the price of a single ILG Ventilating Fan, 
the dealer can efficiently ventilate his own store, 
set an example in store ventilation for his neigh- 
boring merchants, and present a conspicuous sales 
appeal to every customer. 





Every wide-awake merchant will welcome this 
; abe sure your portfolio contains full suggestion it SO tell him all about it. And if you 
play Stand, ‘which features the Tigair want duplicates of these photographs for your 
ortable Ventilator. Descriptive circu- 


lars, printed in realistic colors, furnish- portfolio, we'll furnish them. 


ed upon request. 


ILG ELECTRIC VENTILATING COMPANY 


2854 NORTH CRAWFORD AVENUE :: CHICAGO, ILLINOIS 
















FOR OFFICES «STORES: 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS -THEATRES : HOUSES -ETC: 
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“Red Spots” 


in every home 

















“Red Spot” has proven itself the 
best and most salable Kitchen Unit 
in dozens of Kitchen Light Cam- 
paigns. It is equally suitable and 
salable for Bath Rooms. 








“Two Red Spots in Every Home”’ can be sold by 
every contractor when he wires a house, by every 
central station when they set a meter. Urge your 
customers to prove this market by tapping it. Urge 
them to display “Red Spot” lighted. Ask ’em to 
buy. 


The 132 Jobkers who handle ‘‘Red Spot’’ Kitchen 


Units are making good money on them. 


BUT DON’T FORGET 


There’s profit in Commercial Lighting with Standard 
“Red Spot” Hangers. If you haven’t seen a “Red Spot” 
recently, write. The latest improvements make them 
bigger money-makers than ever for both the lighting 
contractor and the Jobber. 

















The F. W. 


Wakefield 


Brass Co. 
Elberta Street, Vermilion, Ohio 


Pacific Coast Representatives: 








Geo. A. Gray Company, Los Angeles and San Francisco 





| 





















This is a photograph of S. O. 
Lane, manager of the lighting 
equipment department of the Com- 
mercial Electric Supply Co., of 
Detroit, Mich. Both commercial 
and home lighting equipment are 
handled through this department. 
Dealers are established, working 
under the modern fixture merchan- 
dising plan—the jobber carrying 
the stocks and cooperating with 
the dealer in sales promotion 
work. 











at the top and froze running down. 
Other lengths of pipe were added until 
the monument was 72 feet high ani 


beautifully proportioned. 
* * * 


New Display Room for Sager 
in Boston 

An attractive display room was 
opened recently by the Sager Electri 
cal Supply Co. at 157 Franklin 
street, Boston, on the street floor of 
the new Boston Chamber of Com 
merce building. Quarters 56 ft. long 
by 26 ft. wide have been fitted up for 
the demonstration of lighting fixtures 
in booths and for the exhibition 0! 
portable lamps, general socket de 
vices of lighter character and electri 


| toys. The store will be in charge ot 








James Suter, and the main store o! 
the company will continue to function 
at 201 Congress street. 





es 
In this touching scene ‘from “Ki 
napped” the heavy villain, A. E. Ander- 
son (in the center), doesn’t seem to ‘« 
taking his role very seriously. His ac- 


complices are G. R. Kelly (left) and !! 
Nybro. All are with the Illinois Electri: 





| Co., Chicago, Il. 
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The Lights 
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an understands an in 
through these chi ry meta of modern hone lighting “eres 
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up with better hone lightin a 
t to me that the more mH 
make sure the Success th 














With the purchasing public. & profitable relationship 


= an ae g 





é Home Lighting Contest is the great educational movement ap- 
proved and endorsed by the whole electrical industry. It is designed to 
bring into each wired home a complete knowledge of the benefits to be 


obtained from good home lighting. 


The main feature of The Home Light- 
ing Contest is the essay competition 
among 24,000,000 school children of the 
country. Local and national prizes will 
be awarded to the winning children. The 
First National Prize is the $15,000 model 
electrical home of 1924. 


To get the full benefit of this activity, 
start now to Organize your local contest. 








680 Fifth Avenue 


Arrange to have this model electrical 
home built for display in your town. 


Start the activity in your town now— 
write for your Plan Book. Nocity is too 
large—no town too small to join in this 
great activity. 


There is an experienced Regional Director 
near you who will help you organize and 
plan successfully. 


CThe at be 
LIGHTING EDUCATIONAL COMMITTEE 


New York, N-Y. 


e 4 e 
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Ways to Save Money 


Practical Hints from 
the Field of the Other 


Fellow’s Experience 











Sidecar Delivery for Jobbers 
HE City Co., 
Pittsburgh, Pa., accom- 

plished a substantial money saving, 


Electric 
has 


Iron 





Iron City’s Pony Express. 


avoided lots of grief and speeded up 
city delivery service by means of the 
motor cycle and side car shown with 
its pilot, Charles Giese in the accom- 
panying photo. With a capacity of 
500 Ibs., this vehicle has in two years 
won a great reputation and a perma- 
nent place in the Iron City scheme of 
operation. 

Before this method of light delivery 
installed the had two 
trucks which were ready to be shelved. 
The then 
whether to get two new trucks, 114 
and 
Ford. 


was company 


burning question was 


214 tons, or two trucks and a 

Then the motorcycle was suggested 
and installed in addition to the two 
new trucks. 

Probably the greatest individual ex- 
ample of saving by the motorcycle is 
where it takes a small package (rush 
order) to its destination on a fraction 
of the gas and time required by the 


big truck, which formerly made such 





deliveries. Also the wear and tear on 
the big trucks is reduced by their ex- 
emption from a great many trips. It 
can readily be seen that the average 
cost of a delivery is cut to an attrac- 
tive figure. 


So much for the actual visible sav- 


ing. 

The improvement in service re- 
sulted from the adaptability of the 
motorcycle to adverse traffic condi- 
tions. It goes through traffic like a 
fast half-back in a game of Rugby. 
It parks in a very small space which 
often means just the difference be- 
tween getting in and not getting in. 
Picking up buy-outs from other houses 
is another lightning stunt that the 
motorcycle accomplishes. 

To put the case briefly, the house 
is enabled to give its customers much 
speedier delivery on anything up to 
500 lbs. and that at a much smaller 
expense. 

The motorcycle functions like a fast 
tug in a busy harbor and seems to be 
the coming thing for auxiliary de- 
liveries. 








Daeuble’s Sales and Profits 
Record 


J. L. Daeuble, president of the 
Ohio Valley Electric Co., Louisville, 
Ky., has solved the problem of a clear 
and accessible profit and loss record. 
The handled by 
house is separated into 30 classes. 
The form, illustrated here, is printed 
on the back of the No. 1 or binder 
This means that 


merchandise his 


copy of each order. 
absolutely accurate records for any 
purpose are instantly available by 
turning to the binder covering the 
date or period on which the infor- 
mation is Statistics 
compiled in a fraction of the time re- 
quired when the records were scat- 
tered. The totaling of and 
profits to date on any line or lines 
Slow mov- 


desired. are 


sales 


becomes an easy matter. 
ing stock is readily detected by a 
quick re-check. The record 
furnishes an easy way to find out what 


also 


each salesman has done, not only in 
bulk sales but in any particular class 


of material. 













































































Direct___— ———eEEE 
No. Sal, titel ease m Shipment { Freep 
1 2 3 4 5 6 
Sale Profit Sale Profit Sale Profit Sale Profit Sale Profit Sale Profit 
7 § 9 0 li 12 
13 14 15 16 17 18 
19 20 21 22 23 24 
25 6 Zz 28 29 30 
| | 
Total Sales, $ Total Profits, $ Figured by 








Sales and Profit Record on Back of Order 
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It’s Right 
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4 PORTABLE CORD 


Dreadnaught Portable Cord is heavy, it's thick and it's 


tough. It weathers the hardest knocks, successtully. 


In construction work, in mines, in factories, every- 
where—wherever there's necessity for a rubber- 
covered portable cord “that can take it’ you ll find 
Dreadnaught giving the best service. 


Dreadnaught can be kinked, it can be tied in knots, 
pounded, run over continuously and “rough housed” 
in general and yet be on the job delivering 100°. 
service. 


Dreadnaught has a thick, tough rubber cover which 
has been applied under enormous pressure over the 
double twisted conductors. The conductors them- 
selves are insulated with a 1/32 inch wall of high- 


| grade serviceable rubber. One red to show polarity 


and the other black. 


For heavy duty work Dreadnaught is your quickest and best 
selling portable cord, 


BER & INSULATED WIRE CO. 


JONESBORO, INDIANA NEW YORK 


THE THOMAS & BETTS CO. 
63 Vesey St. 
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SOLD BY 


PROMISED | 


THE 


co. DATE 





hereby agrees to furnish the following Fixtwes and Glassware, to 


NAME — 


PHONE 





Present Address 


ORDER No 











Deliver or Hang at 


vee ucHTs Feros 


' q 
NOMBER 


For the sum of 





DOLLARS 








Terms 


Accepted by 


Owner of above property 





Order Blank Used by Deal- 


ers Who 


Bring Customers 


Into Republic Show Room. 
(Above) 


Fixture Cost Card, With 
Perpetual Inventory Form on 


Reverse Side as Shown Below. 


Purchased 


Mfr's Address 


Mfr's Num 


No. of Lights 


Finish 


From 





MINIMUM STOCK 


PERPETUAL INVENTORY 








ORDER FROM FACTORY 


FIXTURE COST CARD 


Quantity 


Hours Wiring 


Hours Hanging 


MATERIAL AND LABOR 


ie ee 


GLASSWARE SHOWN 








Price 
BULBS SHOWN 








Type 


Price 














O 


FIXTURE No. 














GLASSWARE OR BULBS NOT 
INCLUDED IN ABOVE PRICES 











Two Sides of Price Tags on 
All Fixtures. 


Our No. 
Cost 


i Per 
BBS 


TOTAL 





PLUS OVERHEAD AND PROFIT_________*% 





SELLING PRICE 


REMARKS 





Item No. 








ON ORDtR 





ber 


RECEIPTS 





Date | Order No. 





} 


Quantity 


Date 


Order No, 


Quantity 


‘Monthly 


Date _| Demand _ 


Stock 




















eS Eee ae 








Sta. Pke 








Sta. Pke 


Remarks. 


we 

























































































Perpetual Inventory Form at 


Left. 


Various Forms Used 
by the Republic Electric 
Co. in Conducting Its 
Fixture Department. 


(See Pages 5 and 6.) 
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The Peerless Loom Clamp No. 1{-8-3 
provides a simple method of securing loom 
in place in cutiet boxes. 

This Peerless Clamp will hold in proper 
place from one loom up to eight looms in 
Peerless Pancake Plate or any 3/4 inch 
standard pancacke box. The clamp is held 
securely in place by locknut on nipple or 
stud. By simply loosening the locknut any 
loom may be removed or other loom added, 
up to capacity of outlet box. 


Why You and Every Other Jobber 





Should Stock the Peerless Line 


You can get more and bigger sales with long margins of profit. Your contractors 
will buy the Peerless Line on the strength of its salability to builders. The Peer- 
less Line gives the finest service in use—no kicks—satisfaction all around. Let 
us tell you the details of our plan of jobber distribution. A line from you will 


bring samples, prices and discounts. 





Type B Support is designed for the better installation of Switch or Re- 


ceptacle Boxes in new buildings. 


This Peerless labor saving device consists of two strong steel bars each 18 
inches long, equipped with lath-holders or supports and adjustable steel 


clips which fasten to any standard walj cases. 





NIG 
\ \\ 


\ > 








SS 


Type B Support is so designed that at any time an additional box may be 
added without defacing the wail. 

The saving in labor through the use of this device is enormous as com- 
pared with the old way of installing Switch Boxes, and when the job is 
finished the box is securely and safely in place. 














a : .) SQN | 




















Type A Peerless Hanger is designed to securely and economically install 
ceiling and side wall outlets in houses and buildings already completed and 
plastered where electric fixtures were not originally planned for. 

it is strongly made of steel and comes equipped with %-inch nipple or 
stud and locknut and because of toggle bolt construction the nipple or stud 
may be folded into hanger, which permits installation through a hole as 
small as 1% inches in diameter. This toggle bolt construction also makes 
our Type A Hanger self-aligning and therefore insures straight hung fixtures. 

Peerless Type A Hanger can be used with Peerless Pancake Plate or any 
standard outlet pan or box. No screws or nails are needed to install. 





This Peerless Hanger is 
designed for new work. 


The nipple or stud is \ 7 
Suspended on an 1{8-inch 
steel rod and is adjustable 


‘to any position or spacing 

between beams. This steel bar has 
a short right angle point at one end, 
easily driven into bottom of beam 
thus preventing side-wise movement 
offbar; the two adjustable pointed 





Slide fcsteners are driven into 

sides of beams, supporting and 

holding hanger rod in place. No 

nails or screws are used to in- 
stall this hanger. 

The nipple or stud on Type C 
Hanger is of %-inch pipe, full 
threaded, with set screw to tighten 
stud and box in place. Type C 
Hanger can be used with any Stand- 
ard Outlet Box and permits all 
necessary adjustments. 





PEERLESS ELECTRO “PRODUCTS CO 


BALTIMORE, MD. 


200-220 Holliday St. 
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Every month — a new tie-in 


Display for your window 
es oe 


Wire Your House 























G-E National Advertising in popular maga- 
zines is teaching the value of completeness and 
dependable wiring to hundreds of thousands each 
month. It is creating a desire in these prospects 
for electrical convenience from which you and 
your contractors can profit, handsomely. 

Scores of electrical jobbers are showing hun- 
dreds of their contractors how to put new, live 
selling power into their windows through the use 
jee of G-E Complete Wiring Displays. 
done”—so quickly G-E Complete Wiring Displays direct the buy- 














tsy ers to your contractors’ stores. They are guide- 
posts to service and G-E Wiring Materials. They 
emphasize the contractors’ ability properly to 
Tas oes serve their communities. They identify them as 
Se up-to-date, li i h 
p-to-date, live-wire contractors that everyone 
GENERAL ELECTRIC 


wants to do business with. The G-E Complete 
Wiring Display is actually creating business on 
G-E Merchandise and Wiring Materials. 








MERCHANDISE 


GENERAL 
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: Gon these Displays at work ss mak 
the National advertising your ad vertising 








The booklet “The 
Home of a Hundred 
Comforts’’, sold to 
contractor-dealers at 
minimum cost. 






The G-E Complete Wiring Display is 
one of the most important business pro- 
ducing agents available to all your con- 
tractors. It’s a direct tie-in with G-E National Advertising. 















Look at the close-up of the displays. They tell a story to everyone that 
passes by. Every display shouts the message, ‘““We are prepared to make your 


> 99 


home, new or old, ‘the home of a hundred comforts’. 


There are 12 complete displays—one for each month—each with three 
pictures lithographed in 6 colors, size 22x28, that fit into an. attractive frame. 
One frame for all the pictures—simply change the pictures and around the 
display group the merchandise and wiring material used in the home, and 
your contractors have a window that has sales power. 


This complete service can be had for all your contractors at a trifling cost. 
Get them to make use of it—show them how to capitalize G-E National 
Advertising. 





Merchandise Department 
General Electric Company 


DEPARTMENT Bridgeport, Conn. 


ELECTRIC 
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Financing Time Payment Sales 











Description of the Plan Put Into Operation by the Radio Corporation of America 


AVING always in mind the de- 

sire to assist dealers to 
crease their sales volume and their 
profits, the Radio Coporation has just 
concluded arrangements for the fi- 
nancing of dealers’ Radiola sales. We 
are pleased to announce that an effec- 
tive sales help in the form of a retail 
financing plan is now in effect and 
available to Radiola dealers through- 
out the country. This plan is one of 
the most liberal that has ever been 
offered on a national scale for the 
sale of any class of merchandise. As 
will be seen, it is calculated to 
crease sales rather than to act in any 
way as a banking enterprise, because 
sales is the paramount idea through- 


in- 


in- 


out. 


How to Apply for the Time Payment 
Plan 
Dealers’ sales of Radiolas made on 
the time payment basis will be fi- 
ranced by either of two very large 
national financing companies, namely, 
the 
GENERAL CONTRACT PURCHASE 
CORP. 
120 Broadway, New York City 
with which are affiliated the 


New York Contract Purchase Corpora- 


tion, 120 Broadway, New York City; 
Ohio Contract Purchase Company, 1158 


By H. T. MELHUISH 


Union Trust Bldg., Cleveland, Ohio; 
Illinois Contract Purchase Corporation, 
230 South Clark St., Chicago, Ill.; South- 
west Contract Purchase Corporation, 
1801 No. Lamar St., Dallas, Texas; Pa- 
cific Coast Contract Corporation, Rialto 
Bldg., San Francisco, Cal., 
and 
COMMERCIAL CREDIT COMPANY 
OF BALTIMORE AND SAN 
FRANCISCO, 

Citizens National Bank Bldg., Baltimore, 
Md., 433 California St., San Francisco, 
Cai. 
with which are affiliated the 
Commercial Credit Corporation, 1 Persh- 
ing Square, New York City; Commercial 
Credit Trust, 280 So. Clark Street, Chi- 
cago, Ill.; Commercial Credit Co., Inc., 
Hibernia Bank Bldg., New Orleans, La. 

The Radiola financing plan of these 
companies is the same in all respects. 
Dealers should write directly to 
one of the above financing companies 
or to the nearest affiliated company, 
for blank application forms which he 
will fill out and return to the financ- 
ing company. When a dealer’s appli- 
cation has been approved, he will be 
notified of that fact by the finance 
company and will receive all neces- 
sary blank forms. The dealer is then 
ready to offer Radiolas to his custom- 
ers on the easy payment plan. 
Radiola Sales That Will Be Financed 
Sales of the following Radiolas with 





or without Radiotrons and loud speak 
er or head phones, as indicated below, 
will be financed where the unpaid ba! 


ance is not less than $25.00 :— 

Radiola III with two Radiotrons WD-1! 
and head phones. 

Radiola Balanced Amplifier with two 
Radiotrons WD-11 (When sold with any 
of the other Radiolas or with a Radiola 
Loud Speaker). 

Radiola III-A with four Radiotrons W)) 
11 and head phones. 

Radiola III-A with four Radiotrons WD 
11, head telephones and Radiola Loud 
Speaker. 

Radiola Regenoflex without equipment. 

Radiola Regenoflex with four Radiotrons 
WD-11 and Radiola Loud Speaker. 

Radiola Super-Heterodyne without equip- 
ment. 

Radiola Super-Heterodyne with six Radio- 
trons UV-199 and _ Radiola Loud 
Speaker. 

Radiola Super-Heterodyne with six Radio- 
trons UV-199, Radiola Loud Speaker 
and Radiola Loop Antenna. 

Radiola X with four Radiotrons WD-11, 
self-contained loud speaker, head tele- 
phones and plug. 

Radiola Super-VIII with six Radiotrons 


UV-199 and self - contained Loud 
Speaker. 

How Time Payment Sale Is Made 
Some prospects will want more 


time than others in which to pay for 
their Radiolas, consequently, the fi- 
nancing plan has been so arranged 
that they can select any desired time 











taken on the occasion of the annual convention held at the 


This is a photograph of the members of the Radio Section of 
the Associated Manufacturers of Electrical Supplies. 





ROMNEY OBER at the Ranro Saecrion 
Asseczares ™ SAR pe Lagctaican Swverices 
‘eater e 
"7 ton. Ta 





It was 20 inclusive. 





Hotel Ambassador, Atlantic City, N. J., on June 16 to Juve 
Altogether there were 28 different 
scheduled for meetings throughout the week. 


sectios 
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No. 766 
Horizontal 
22'4-volt 
large size 
“B” Battery 
Formerly 


$2.50 
Now $2.00 


No. 772 
Vertical 
45-volt 

large size 

“B”’ Battery 

Formerly 

$5.00 


Now $3.75 
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EVE 


Radio B Batteries 


-they last longer 


GROWING popularity of radio— 
greater demand for “B” Batteries— pe 
installation of improved manufac- 22, -volt 
turing equipment — increased and w" houen 
more economical production—en- Formerly 
abled us to greatly reduce Eveready ee 
idiins fale ' Now $1.75 
B” Battery prices as of August Ist. 
A special national advertising 
campaign in newspapers, The Satur- 
day Evening Post, radio, dealer 
and other magazines will announce 
this big reduction in prices to all 
radio users. 
At these new low prices there is 
certain to result a bigger consumer 
demand for Eveready ‘““B” Batteries 
than ever before. Make sure that 
your trade is well stocked up to take 
care of this increased business. This 
is your big opportunity to increase | No. 767 
your volume of sales on Eveready , 
“B” Batteries—go to it! Eveready Pees 
Radio Batteries are “B” Battery 
Manufactured and guaranteed by —— 


NATIONAL CARBON CoMPANY, INC, Now $3.75 
Headquarters for Radio Battery Information 
New York San Francisco 


NEW! 
No. 770 


Vertical 
45-volt 
extra large size 
“B’’ Battery 
for heavy duty 
on multi-tube 
sets and 
power amplifiers 
New low price 


$4.75 























Here are three of the livest wires, in 
the Metropolitan district. From left to 
right: Dick Jones, ‘“Hoppie” Hopkins, 
and “Charlie” Desch of the Brooklyn 
branch of the Sibley-Pitman Electric 
Corp. This picture was snapped just as 
Charlie was stepping into his ‘Twin-Six 
preparatory to knocking off a few con- 
tracts. 





from four to 10 months for paying 
the account in full. 

When an understanding has been 
reached between the dealer and his 
customer with regard to the sale of a 
Radiola on the easy payment basis, 
the customer will pay to the dealer in 
cash, 25% of the list price, plus 1% 
per month of the list price for each 
month that the customer desires for 
The amount of 
1% per month is for interest and all 
Thus, if the de- 
cides to pay the four 
months (being the minimum time for 


paying the balance. 
charges. customer 
balance in 


which such financing is accepted), he 
will pay in cash 25% of the list price, 
plus 4% of the list price for interest 
and all charges. 

At the time of making his contract, 
the customer will sign a form supplied 
Ly the financing company, which is a 
contract between the customer and the 
dealer for the payment of the balance 
in equal monthly installments. The 
dealer may then deliver the Radiola 
to the customer, retain the cash which 
he has received and forward the con- 
He 
will immediately receive from the fi- 
for 90% of 
the unpaid balance, less the financing 


tract to the financing company. 


nance ecmpany a check 


charges. Thus, the dealer receives 
over 93% of the list price at once. 
Take for example, the sale of a 
Radiola III-A with a Radiola loud 
speaker, which together have a list 
price of $100.00. Then the transac- 
tion will be as follows :— 


Time Selling Price 





Cash selling 
ITI-A with 


price of the Radiola 
four Radiotrons WD- 














11 and one Radiola Loud 

Speaker *.... 2.52050 oe $100.00 
Add 10% for ten months’ time (1% 

per WIDEth) (5. ee 10.00 

Total time selling price.............. $110.00 

Customer’s Payment to Dealer 
The purchaser pays in cash 

25% of the retail price..$ 25.00 
And 10% of the retail price 

for ten months’ time....... 10.00 
Dealer receives in cash from 

customer ere ee 
Customer gives to the dealer 

contract for . 75.00 

Total payment $110.00 

Finance Company’s Payment to Dealer 
Dealer sends contract to 

Financing Company and 

immediately receives 90% 

of the $75.00 face value....$ 67.50 
Less financing charges of 7% 

of the face of the contract 

for ten months’ time (this 

charge varies according to 

contract period) 5.25 
Dealer receives in cash from 

the Financing Company.................. 62.25 
Dealer Receives Immediately in 

NMR cna oes, ee anne eee $ 97.25 
Finance Company Also Pays to 

Dealer 
When the dealer has collected and 

sent to the Financing Company 

the final payment, the Financing 

Company sends dealer their check 

for the 10% of the contract which 

WA REGO T VEN oi. ott oen cir earths 7.50 


Dealer will, therefore, receive in 

cash, when the contract is fully 

RE See EE SOMO Ly |: 
‘The cash selling price of the Radi- 

OUR WME Soenit tthe. ee es _ 100.00 
So there is an additional profit to 

the dealer on this sale of................ $ 4.75 


Dealer Does Not Guarantee Payment 

The financing companies do not ap- 
pear in the transaction between the 
dealer and his customer at any time 
except in cases of delinquency in pay- 
ment of the monthly installments. The 
monthly payments are made directly 
the 
remits to the financing company. The 


by customer to the dealer, who 
sales possibilities of this continuous 
the and _ his 


customer are of very great value, as 


ecntact between dealer 
all dealers will immediately recognize. 

To 10% 
dealer must collect each account in 
full, but his failure to collect the full 


earn his commission, the 





amount of any one account does nc 
affect his right to commissions on th 
other accounts which he does colleci 
Each account stands separately, ani 
the dealer is not required to ‘guaran 
tee the payment of these accounts. 
Financing As a Sales Help 
Many dealers have found it impos 
sible to extend credit to their cus 
tomers, due to the fact that their 
working capital is fully employed in 
keeping a sufficient amount of mer 
chandise in stock. The financing pla: 
which is now presented will permit « 
dealer to extend this credit to his cus 
tomers without decreasing his work 
ing capital and will thereby make it 
possible for him to greatly increas 
his sales volume and his profits. 
Some prospective customers are re 
luctant to ask whether a Radiola can 
be purchased on installments, there 
fore, the dealer should mention this 
sales method to his prospects. Many 
of such prospects who hesitate to pur 
chase immediately for cash will tak: 
advantage of this opportunity. 
Financing interests are necessarily 
slow and cautious in investing mone, 
in any new or untried enterprise. This 
is particularly true where they have 
tu depend upon the quality of mer 
chandise for its repayment. They 
must, in such cases, be assured that 
the merchandise has been developed 
to a point where it will not rapidly 
decline in value and will give satis 
factory continuous service to the pur 
For many months financing 
companies have been watching the 
growth of the radio industry with in 
terest and expectation, but they hav: 
not been willing up to this time to 
undertake the financing of sales of 


chaser. 


radio apparatus because of the many 
changes which were constantly being 
made in radio receivers. Now, how 
ever, they have found in the new lin 
of Radiolas a class of merchandise 
which has reached a position of su 
premacy and stability and which of 
fers assurance that imvestments the, 
Radiola deferred payment 
them 


through prompt payments by satisfied 


make in 
contracts will be returned to 
customers. 

This fact should be of interest to 
your prospective customers, becaus: 
when financing companies express suf 
Radiolas to fi 


these 


ficient confidence in 
the of 
vour customers can feel assured that 
the 
ment in the construction of radio r 


nance sales receivers. 
Radiola is the highest achiev: 


ceivers. 
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This advertisement will be published in 
the following magazines: 


SATURDAY EVENING Post, 
August 16th 

Lirerary DiceEst, August 2nd 

SCIENTIFIC AMERICAN, August 

Popunar Scrence, September 

PopuLaR MECHANICS, 
September 

Rapio IN THE Home, August 


hem familiarly 23 PopuLaR Rapio, August 
| tubes knows Pind “WD-12's.” i 
wenger TRG Spar iaade possible SW are not genuine Rapio News, Septembe 
wre ones we cxsible 
wi rogress 0! they are > 
t the enome everywhere, Wale Rapio, August 
eant clear tone“Ni f 
Saal detection — Fat! Always be sure 0 ee on Q. S. y : A ug ust 
and audio nae that mak & 7 on the 4 . . 
ju ’ ‘rey >»* 
aft with dry batteries, They fier simaportantowbetne Rapio Broapcast, Septembe: 
< Your dio in the city—on are buying a new ie aoe 
rece eas” ANE TION off in cAMP Th the Radiotrgns 1,105 Wrre.ess AcE, August 
7 Operation. everywhere! buying eat Then you - - - ry. - r 
pacity day, there are mile °P2ine genuine — sure % PHONOGRAPH AND TALKING 
ta And a coche popular Ra- sony ngest—serve best. . . 
lions of neta, Everybody live long MacHINE WEEKLY, August 
f ion of America 
Radio Corporat ge: 493 Conoraia Set 27th 
) 10 So. LaSalle Sereet San Francisco, 


233 Broadway Chicago, it 
New York 





Cal. 
3 his symbol ——— 
TH quality Ra y.s. PAT. OFF. 
j is your 


REG. 
protection 














| 


Here is more advertising to help 
your summer business. Whether a 
man builds or buys—no matter 
what type his set—he needs Ra- 
diotrons. Sell a spare with every 
set. Sell several spares to the man 
, who’s taking his Radiola off to 
camp. 

And always point out the fact 





| Push Radiotrons 


SorSummer Soles 





that they are genuine RADI- 
OTRONS. This is all the more 
important in summer, when best 
reception demands best equipment. 
The better the receiving, the big- 
ger the boost for Radio. It always 
pays to sell the genuine and to eall 
attention to the fact that you do so. 
Show them the Radiotron mark. 


Sell Radio All Summer Long— 
RADIO CORPORATION OF AMERICA 


Sales Offices: Suite 548 


233 Broadway, New York 


10 So. La Salle St., Chicago, Il. 


: 433 California St., San Francisco, Calif. 


Radiotron 


REG..U.S. PAT, OFF. 











THE JOBBER'SfA)SALESMAN 

















New Radio Products, Illustrated 








Small size measuring instruments 
for radio control panels are now 
being made by the Roller-Smith Co., 
233 Broadway, New York, N. Y. 
The one shown being a flush model 
reading in volts. The company builds 
a complete line including radio fre- 
quency ampere meters. 





The Magnus wave (filter 
was designed to eliminate 
local interference in broad- 
cast reception, cutting out 
amateur spark stations as 
well as nearby power lines. 
It is made by the Magnus 
Electric Co., Inc., 451 Green- 
wich street, New York, N. Y. 














The Globe Phone Mfg. Co., Read- 
ing, Mass., makes the “Globe” radio 
headset. In the past the company 
has marketed two types of head- 
sets but because of the growing de- 
mand it has seemed advisable to 
standardize on simply one type of 
headset which will be marketed un- 
der the name “Globe.” This head- 
set is made with brass cases, with a 
highly polished nickel finish. Large 
moulded ear caps designed for com- 
fort are used, and the headset is 
equipped with a specially designed, 
broad adjustable headband, russet 
leather covered. By means of a 
special connecting block the cord 
terminals are concealed within the 
case so no metal parts are exposed, 
thus doing away with any danger 
of a short circuit with the yoke of 
the headband. It is claimed that 
this new headset is sensitive and 
loud, yet the tone is clear and mel- 
low. 





Volume, tone 
and beauty are 
three distinct feat- 
ures of the “G-G- 
H” reproducer. Its 
tone is smooth and 
clear there being 
no harsh vibration. 
This reproducer is 
made of DuPont 
“Pyralin” in three 
finishes, and is be- 
ing offered by the 
Grigsby - Grunow - 
Hinds Co. 4540 
Armitage avenue, 
Chicago, Ill., under 
a jobber policy. 














LOUD SPEAKER 


ADSET TERMINALS) 
TERMINAL = “s 





DICTO- SWITCH- BLOCK 


The “Dicto-switch-block” offered by the 
Dictograph Products Corp., 220 West 42nd 
street, New York, N. Y., provides a means for 
throwing into circuit a loud speaker, or one 
to three pairs of headphones simply by a short 
turn of a knob switch. It is provided with a 
regular phone cord which may be permanently 
attached to the output terminals of the re- 
ceiving set, or inserted in any standard piug. 
This arrangement permits delicate tuning 
with the headphones after which the head- 
phones may be cut out and the loudspeaker 
brought in, all with one quick twist of the 
switch. Finished in mahogany and capped 
with genuine hard rubber, this switch block 
will match any standard set. 





As no one knows whether 
or not a lightning arrester 
will work, until after light- 
ning has struck, the D. X. 
Instrument Co., Inc., Har- 
risburg, Pa, realized that 
its usual unconditional guar- 
antee would not _— suffice 
They have issued for the 
“Fil-Ko-Lightning Arrester’ 
a special guarantee which 
provides that should light- 
ning strike an aerial to 
which a “Fil-Ko-Arrester” 
is attached and damage the 
radio set, this company will 
repair the set. The body of 
the “Fil-Klo-Lightning Ar- 
rester” is made of polished 
Bakelite and is equipped 
with a bell shaped metal 
shield that keeps dust, water 
and other conductive mat- 
ter from causing leakage 
losses in that part of the 
antenna circuit. 
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G-G-H REPRQOUCER 


~I 


or 














“EVERYTHING 

I j 
you have ts oye 
desired in and Price 
a loud Make It 
speaker”’ ie Mines. 
Volume Maker 
Clearness for 
Beauty Every 


Popular Prices Jobber 


Note These Features: 


Retails 
$ 00 
gm $125 1 $20 


All Black, $12.50 


Shell Finish (as _illus- 
trated), $15.00 


Mother of Pearl 
DeLuxe $20.00 


22 inches high; | 3-inch 


horn. 


1. Volume: Equal to any. 
Adjustable control. 


2. Tone: Unequalled clarity 


and faithfulness of reproduc- 
tion. 


3. Beauty: A variety of col- 
ors to harmonize with the 
home decorations and furni- 
ture. 


4. Price: Approxi- 
mately one-half that of 
other standard loud 
speakers. 


The G-G-H Reproducer is an instant success upon its first hearing. Its tones are 
wonderfully smooth and clear—no harsh vibration. No jobber can afford to miss 
the profits which the rapid sales of this loud speaker will make for him. Write for 
complete information with jobbers’ discounts and prices. 


SOLE MANUFACTURERS 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


4540 Armitage Ave. Chicago, Ill. 
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New Radio Products, Illustrated 








The “Eldredge” panel type meter 
pictured above is of the electro-mag- 
netic repulsion type. The back fast- 
ening type with its small flange size 
makes an exceptionally neat mount- 
ing on radio panels, as there are no 
screws showing, producing a fine un- 
broken appearance. The bottom il- 
lustration is a pocket type volt- 
meter made in six ranges. The 
watch type case of heavy nickel fin- 
ish is convenient being dust and 
moisture proof, all working parts . 
are enclosed. One of these was 
used in the May issue as illustrating 
the pocket type which was in error. 
They are products of the Eldredge 
Electric Mfg. Co. Springfield, 
Mass. 














The new regenerative one-tube 
Crosely 50-P receiver, designed by 
the Crosley Radio Co., Cincimnati, 
O., is a model for home or portable 
use. The Armstrong regenerative 
circuit used in this outfit is said to 
give longer range and greater vol- 
ume than can be obtained in any 
other manner from one tube. It is 
mounted in a quartered oak, nat- 
ural finish, carrying case, having 
nickel plated trimmings and a leath- 
er handle. A _ feature of this re- 
ceiver is the ample space for a large 
No. 6 dry cell “A” battery and a 
big “B” battery, thus giving current 
for a reasonably long period of 
time with the popular WD 12 vac- 
uum tube. This receiver has am- 
ple room for headphones, aerial and 
ground wire, thus making it an ideal 
self-contained receiver. 














The Yaxley Mfg. Co., 217 North 
Desplaines street, Chicago, has de- 
veloped a new one-phone _ plug. 
Some features are: heavy bronze 
springs grip cord tips full length; 
phones instantly connected without 
use of tools; cords cannot be dis- 
connected until handle is removed; 
all Bakelite insulation prevents cur- 
rent leakage; undercut tip insula- 
tion prevents metal deposit and con- 
sequent leakage; ridged brackets 
prevent tips becoming short circuit- 
ed; fits any jack, and a short length 
handle, which makes this plug par- 
ticularly desirable for compact port- 
able sets. 











A long distance portable radio 
receiver that can be successfully 
used at a moment’s notice at the 
home, the camp, the park, on the 
steamer, motor car, etc., at any time 
is being offered by the Kodel Mfg. 
Co., 118 West Third street, Cincin- 
nati, O. Standard batteries, tube, 
head phones, ground wire, every- 
thing is included within a neat 
leather covered camera case, all 
weighing less than five pounds. 
With a few feet of wire thrown on 
the floor, stations 25 to 50 miles 
away are heard with ease. A single 
connection to water pipe or ground 
increases the range of several hun- 
dred miles while the manufacturer 
states that, with an outdoor aerial, 
stations thousands of miles away 
have been heard. ‘The above is a 
front view of the “Kodel” receiver 
showing phones and ground wire 
fitted in ready to close. 





The successful operation of the 
heterodyne or super heterodyne cir- 
cuits depends entirely upon the 
characteristics of the intermediate 
transformers used. ‘These trans- 
formers must be uniform in their 
operation, as the manufacturer 
states that it is found that varia- 
tions of only a few per cent and 
which are permissible in other fair- 
ly sensitive circuits will prove ruin- 
ous in the super heterodyne set. 
These transformers are built with 
laminated silicon steel core and 
peak at about 6600 meters. To 
maintain their sensitiveness in all 
seasons and climates this type of 
transformer is being assembled in a 
sealed metal case, the coils and 
cores being thoroughly impregnated 
in a compound of high dielectric 
strength and with a small co-efficient 
of expansion. The Jefferson Elec- 
tric Mfg. Co., 426 South Green 
street, Chicago, Ill. is the manu- 
facturer. 











The Premier Electric Co., 3800 
Ravenswood avenue, Chicago, III, 
has developed a new variable con- 
denser known as the ‘‘Crofoot.” The 
entire condenser is made of hard 
brass. In addition to the low mini- 
mum capacity and high tuning ratio 
it is found that the rotor and stator 
plates are of heavy gauge brass 
and are all electrically connected 
by soldered connections. These 
stator and rotor plates are of a 
semi-straight line plate design 
which makes tuning easy and ac- 
curate. To facilitate labor and at 
the same time assure accuracy in 
the alignment a single hole method 
in mounting is all that is required. 
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ANNOUNCING NEW <@{f@h}[@03> RADIO PARTS 








No. 108 Triple Panel Mounting V. T. Socket. Made of Genuine Bakelite. All Metal Parts made of 
Nickel Plated Brass and Phosphorous Bronze. Walls extra thick. Fitted with 
tube stops in base to protect contacts. 





ye 
_ 





No. 153 Binding 





; Post. Insulated LE 
No. 115 V. T. Socket. Construction Top. Heavy No. 107 Single Panel Mounting 
same as triple panel mounting Nickel Plated Socket. Construction same as 
socket. Brass Collar. triple panel mounting socket. 





No. 300 Rheostat with Bakelite , 

Base and Knob. Resistance No. 302 Potentiometer. Bakelite 

Unit of Nichrome Wire. Sup- Base and Knob. Resistance Unit 

plied in 6-10-15-20 and 30 Ohm No. 404 Bakelite U. V. 199 of Nichrome Wire. 200 or 400 
Resistance. Adapter. Ohm Resistance. 








24-HOUR SHIPMENT ON ALL HOOSICK RADIO PARTS 











HOOSICK FALLS RADIO PARTS MFG. CO. 
HOOSICK FALLS, N. Y. 





STACKHOUSE & ALLEN CO., EDWARD J. BECKLEY, SCOTT BROS., Ltd., CARL A. STONE CO., RUSSELL ELECTRIC 
559-61 W. Monroe St., 1501 Tribune Bidg., 332 St. Catherine St., West, 108 Radice Bidg.. SALES CO., 
i Chicago, III. New York, N. Y. Montreal, Que., Canada Los Angeles, Calif. = a gg 
} WOOD & LANE CO., WALTER I. FERGUSON CARL A. STONE CO., THOMAS E. GRIFFIN, a San 
915 Olive St., ~_ RA. ow - 644 New Call Bldg., 45 Magnolia Terrace, E. W. HYDE ELECTRIC co., 
St. Louis, Mo. enene Cite, _ San Francisco, Calif. Springfield, Mass. Philadelphia, a g 
CHARLES GOLDFUS CO., SANDERSON & HASLEY SALES CO., CARL A. STONE CO., 
Northwestern Bidg., 1401 Commonwealth Bidg., 1116 Minor Ave., 


Minneapolis, Minn. Pittsburgh, Pa. Seattie, Wash. 
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Sterli 


POCKET 
METERS 


OUTSELL YOUR OWN 
EXPECTATIONS 











No. 24 
Ammeter 





No. 45 
Voltammeter 





No. 34C 
Voltmeter 











The popularity and demand 
for these meters are only 
realized when you once be- 
gin to suggest the Sterling 
line to dealers. 


THE STERLING MFG. CO. 
Cleveland, Ohio 








Is There Static 


in Your Radio 


Selling? 


A Jobber’s Salesman Thinks Out Loud in the Interests 
of Better Radio Merchandising 


By H. E. MEYER 
Terry-Durin Co., Cedar Rapids, Ia. 


S THE jobbers have passed 
A through a second season with 
radio in their lines, I believe they are 
all vitally interested in the several 
things I wish to point out. First of 
all, the work of the jobbers salesman 
is most important in the handling of 
radio, as the success his house will 
attain rests largely upon his efforts, 
and it has come to the point where 
the salesman has to be more than a 
peddler to sell radio and to secure 
the right kind of dealers. 

The average dealer of today, who 
is handling radio, knows very little 
about the line; such as installing of 
sets, proper hook-ups, and servicing 
the sets he has sold. 

I believe I am right when I tell 
you, that if radio schools for dealers 
were held in central points all over 
each state to teach the proper meth- 
ods of installing and operating of 
that they would be well at- 
Then, here is where the job- 


“sets,” 
tended. 
ber’s salesman has an important part, 


| and he will have to become better ac- 


| the teacher. 


quainted with the various lines of 
radio his house is handling, so he. may 
be able to bring this information to 
dealers. 
the jobber’s salesman will have to be 
How many of the job- 


his So far as is possible, 


| bers’ salesmen know how properly to 
_ install the sets they are selling? Those 


in the class of the unin- 


formed get busy! Get a sample set, 


who are 
take it home, try your hand at in- 
stalling and operating it in different 
ways, on different types of aerials 


| and grounds; as no doubt you have 








found in the past that one type of 
serial will not do for all installations. 
It depends upen the surroundings of 
any one particular installation what 
type of aerial should be used. Re- 
member that proper installing of sets 
is at least one-half the battle. 


A proper installation includes the 


following: Keep the aerial as high as 
possible and away from surrounding 
objects such as wire, trees, buildings, 
ete. 


“‘Lead-ins”’ should be rubber-cov- 





ered wire and insulated from other 
objects. Make the “lead-in” as short 
as possible. Do not use an acid flux 
for soldering copper wire as it cor 
rodes; use rosin or non-acid flux. A 
water pipe is a good ground, or you 
can use a counter-poise, or buried 
wires. Above all, make a workman 
like job out of it and one that will 
not come down easily. 


There is something all jobbers 
have had to contend with in thie 
radio line that can be cut down to 
a minimum, and that is, the returning 
of “so-called” defective and “won't 
work” sets. I wonder if most sales 
men have given this the thought it 
deserves. If you have, you will real 
ize that it costs your house a lot of 
money, and that it might have been 
saved by just a little action and 
thought on your part. 

I have found in the past season 
(where the dealers have written to thie 
house about trouble they were hav- 
ing, and having made every effort to 
go to their assistance as soon as pos 
sible), in a few minutes time -after 
arrival, a poor installation, a dead 
“B” battery, or a poor aerial and 
ground, or all of these. Now, just 
think what this costs to show the 
dealer what was wrong! This kind 
of an installation has been unsatisfac 
tory to the customer; it has discour 
aged him with radio and all those 
who have come in contact with it: 
it has meant the loss of more sales: 
and the dealer would hold up pay 
ment to the jobber on account of his 
customer refusing to pay. 

Then again, when dealers receive 
sets they are not familiar with and 
attempt to install them, the “agony 
they go through in demonstrating 
them discourages the prospectiv: 
customer, as the demonstration is gen 
erally anything but successful. Fellow 
salesmen, we are all in this class, we 
need to be educated in radio ourselves’ 

We can stop this returning of scts 
by getting started early to line up 
our dealers for Fall business! Cet 
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EE 2SIeA 
AMPLIFYING TRANSFORMER 
PRICE $5.00 
RAD! 


When you sell General Radio apparatus you are 
selling certainties. You know that its superior 
performance in broadcast reception can definitely 
be depended upon. It is a line Dealers can handle 
with assurance of satisfied customers and rapid 
turnover with full margin of profit. 


This is going to be a big season for radio and big 


season for Jobbers who are aggressively behind 
the G. R. line. 


Place your orders now and be ready to tie in with 
our Fall campaign of Radio Advertising. 











Recognized 


GENERAL RADIO Co 






Eee. Bee... See... Ae. Ae. 




















Jobbers—Write for our New Price Sheet 
and Catalog F. 
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ie NEW Magnavox Radio Tube 
here shown isan astonishing sci- 
entific achievement, radically altering 
accepted ideas of tube design and offer- 
ing your customers greatly improved 
radio detection, amplification 
and reproduction. 


Your Trade should Stoci 








HE SAME engineers who 
! developed the foremost line 
‘of radio reproducing and am- 
2 plitying equipment (Magna- 
Seg’ vox) have now produced a 


vacuum tube equally distinctive and 
successful in its own field. 


Into the design of the Magnavox Tube 
have gone over two years’ research and 
experiment along original lines, culmin- 
ating in discoveries which made possible 
an entirely new principle of tube design. 

The most notable feature of the new 
Magnavox Radio Tube consists in elim 
inating the grid. Unlike the ordinary 
storage battery tube, Magnavox Tubes 


A Macnavox ‘Radio ‘Tube 
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this new Magnavox Radio Tube 





give the electrons an unobstructed passage between filament 
and plate, with the result that the Magnavox has less than one 
half the internal capacity of other tubes of similar type. 


Magnavox Radio Tube makes possible not 
only higher amplification with greater sen- 
sitiveness, but also purest reproduction. 


Br THIS fundamental improvement, the 


Universally adaptable both as audio frequency 
and radio frequency amplifiers, Magnavox Radio 
Tubes are likewise ideal for detector use, assur- 
ing sharper tuning. 


Dealers can recommend Magnavox Tubes 
without qualification or reserve. One trial con- 
vinces the most exacting user that Magnavox will 
replace ordinary tubes to great advantage in any 
standard circuit. 


Extensive production facilities have been pro- 
vided in order to assure Magnavox Dealers an 
adequate tube supply at all times and under all 
conditions. 


Magnavox Radio Vacuum Tube Type A 


-—a storage battery tube for use both as audio fre- 
quency and radio frequency amplifier in all stand- 
ard circuits. Highly recommended also for detector 
use. No grid leak necessary but its use will not 
affect results. Not critical of adjustment either as 
to plate or filament. Filament consumption is one 
quarter of an ampere. This tube is a six volt tube 
having standard base and requires no circuit 
changes. Specially resistant to leakage, base losses 
and accidental shock. Each tube packed in strongly 
mortised wooden box to be tested and re-sealed 
by dealer at time of sale. Price $5.00 


Magnavox Radio Tubes will be nationally an- 
nounced in August 30th issue of Saturday 


Evening Post and a large list of September « 


magazines. 








Magnavox Reproducers 
PM-4—Attachment for standard phonographs $15.00 


M4 —Semi-dynamic: requires no battery 25.00 

HM-4—New model without horn. # . 25.00 

M1—Choice of black or De Luxe finish 30.00 

R3 —Electro-dynamic, with Volume Control 35.00 

R2 —The utmost in radio reproduction 50.00 

Magnavox Power Amplifiers 

Al —The most efficient scanned 

amplifier, I-stage . 27.50 


AC-2-C—2-stage amplifier in hesdwood case 50.00 
AC-3-C—3-stage amplifier in hardwood case 60.00 


Magnavox Combination Sets 
A1-R—Reproducer combined with 1-stage 


Amplifier . - 59.00 
A2-R—Reproducer combined with 2- -stage 
Amplifier . , . 85.00 


Magnavox Vacuum Tubes 
Type A—Storage battery tube for ali circuits 5.00 


By the addition of storage battery tubes the Magnavox Radio line 
offers the reliable dealer an asset of unequalled value—combining the 
highest quality products with the soundest and most favorable dealer 
policy in the industry. See that your trade is thoroughly familiar with 
the advantages of Magnavox Dealer Registration. 


THE MAGNAVOX CO., OAKLAND, CALIF. 


NEW YORK SAN FRANCISCO 


Canadian Distributors : Perkins ElectricLtd. 
Toronto, Montreal, Winnipeg 






eo} for every receiving set 
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AMERICAN 
BRAND 
CONDENSERS 


America’s foremost 
radio jobbers have 
been quick to appre- 
ciate the importance 
cf this wonderfully 
constructed conden- 
ser. The results have 
been overwhelming. 


Immediate sales are 
registered wherever 
these condensers are 
shown. 


Retail dealers have 


seized upon American with 
Brand Condensers as the 100 toll 


a mid summer sales 


stimulus. Worm Drive 


Jobbers, who have $200 
placed orders for Aug- 23 Plate, only 5: 


ust and September de- 
livery, now want American Brand Condensers AT ONCE. 


Our Big National Advertising Campaign 
has created an instant demand. 


What are you doing about it? If you are not yet on our 
Jobbers list, write us without further delay. 


Better still—send in your sample order. 


American Brand Corporation 


8 West Park St., Newark, N. J. 
Factory—Philadelphia 




















them to order all models of the lin 
we are handling so they may becom 
acquainted with them, as the deale: 
who knows the game seldom call: 
for help; he sends in nice mail orders 
every day and is selling radio 10¢ 
per cent. Which kind of a dealer d 
you want? 

Radio is not a seasonable line, but 
can be sold the year around. Th: 
field for radio sets has just been 
touched. In the not far distant 
future nearly all farmers will have a 
radio set, as most programs of today 
are being planned more and more 
along the lines of agricultural edu 
cation. At this season of the vear, 
the portable set is coming more in 
favor with the tourist, hunter and 
fisherman. 

So, altogether, boys! Let’s get in 
line for the largest, best and most 
profitable radio business we have ever 
known! 


The Radio Man in 


Summer 


(Continued from page 10) 


started which would not be such good 
policy earlier in the summer. In our 
last article we talked of fairly low 
antennas. True, the static does not 
seem so marked on them. Now, how 


| ever, it is well to talk large, good, well 


made antennas. There is nothing in 


| the world which will bring in so much 


more entertainment for an_ equal 
amount expended as will the antenna. 

The writer was once operator at 
the commercial station KET, the Mar 
shall-Bolinas 300 kw station which 
links the West coast with Hawaii, 
and the Orient. Professor A. H. Tay 
lor from the University of North Da 
kota, and now with the Naval Re 
search Laboratories, had been making 
experiments for the benefit of the sta 
tion and had given the results to the 
engineer in charge. In brief they were 
as follows: The largest antenna pro 
duced the greatest signal strength. It 


‘likewise produced the greatest amount! 


of static, but the signal strength was 
so great that the signals were actu 
ally more readable on the large an 
tenna. 

On first listening in on the immens 


| antenna used—it was one and one-hal! 


| miles lone with an average height o! 


well over 400 ft—the validity of thi 
deduction could easily be doubted 
We also had a smaller antenna wit!) 


| which to make comparisons. W 


| would be almost sure that the small 
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_ pThe set you've 
[1 s/ been waiting for 


fere 


The DAY-FAN OEM receiving set is 
here. It is the result of many months 
of patient and painstaking experiment- 
ing. 


The Duo-plex circuit, developed in 
our own laboratories, gives it a volume, 
range, and clearness of tone equal to 
any set on the market at any price. 


It is simplicity itself. In a few min- 
utes a beginner can learn to “Tune in’”’ 
on the station he wants with no inter- 


ference from other stations. 


So extremely well balanced is this 
set that the dial settings are always the 
same, EVERYWHERE, EVERY 
TIME. 


Dependable, pleasing in appearance, 
a thoroughly quality product, this set is 
worthy of your immediate investiga- 
tion. You can get complete details by 
filling out and sending in the coupon be- 
low. 


he Dayton Fan and Motor Company 
Manufacturers of High Grade Electrical Equipment 
for over 35 Years 
DAYTON - OHIO 





The Dayton Fan & Motor Co., 
Dayton, Ohio. 


Without obligating me in any way, please send me complete informa- 


tion concerning your OEM receiving set. 


Name 
Street 


City 


OFMallll 
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MILEAGE LOGGED BY TWO 
RECEIVING SETS USING THE 
NATIONAL TYPE DX PERFECT 
VERNIER CONDENSER and VEL- 
VET VERNIER DIALS 


The above rec- 
ords were 
made by two 
highly efficient 
sets built by 
amateurs, of 
which National Condensers 

and Velvet Vernier Dials 
were a part. Such records are only possi- 
ble by careful selection of parts. 






National type DX Per- 
fect Vernier Condensers 
are equipped with the 
Velvet Vernier Dials. 


Jobbers, if we are not now represented in your territories, 
it will be to your advantage to investigate the National 
line before making up your fall line. The following high 
class jobbers are now stocking the National Perfect Ver- 
nier Condenser and Velvet Vernier Dials. 


Atlantic Radio Co., Boston. Robertson Cataract Elec. Co., Buffalo, N. Y. 
Lewis Elec. Supply Co., Boston. Union Elec. Supply Co., Providence, R. I. 
Hill-Smith Metal Goods Co., Boston. Music Master Corp., Philadelphia. 
Pettingell-Andrews Co., Boston. Music Master Corp., Pittsburgh. 

Chandler & Farquher Co., Boston. National Elec. Supply Co., Washington, 
Sager Elec. Supply Co., Boston. > 

N. E. Elec. Specialty Co., Boston. Jos. M. Zamosiki, Baltimore, Md. 
Wetmore-Savage Co., Boston. Haas Elec. Co., Cleveland. 

Whitall Radio Co., Worcester, Mass. Newman Stern Co., Cleveland. 

Mountain Elec. Co., Pittsfield, Mass. F. Bissell Co., Toledo. 

DeLancey-Felch & Co., Pawtucket, R. I. Erner & Hopkins Co., Columbus. 

Stanley & Patterson, N. z.. S. Wm. Hall Elec. Co., Dayton. 

Wholesale Radio Equipt. Co., N. Y. C. Ainsworth Gates Co., Cincinnati. 
Paramount Radio Supply Co., N. Y. C. Milnor Elec. Co., Cincinnati. 


Albany Hdw. & Iron Co., Albany, N. Y. Johnson Elec. Supply Co., Cincinnati. 
Robertson Cataract Elec. Co., Utica, N. Y. Commercial Elec. Supply Co., Detroit. 
Rochester Elec. Supply Co., Rochester, Chicago Radio Appr. Co., Chicago. 

N. Y. Badger Radio Co., Milwaukee. 
Robertson Cataract Elec. Co., Rochester, Peerless Elec. Co., Minneapolis. 

ir, Ke - <~ = = St. Paul. 

The Sieg Co., Davenport. 

Wheeler Green Co., Rochester, N. Y. The Siclicas Go. mabe. 
Robertson Cataract Co., Syracuse, N. Y. Western Radio Co., Kansas City, Mo 


H. I. Sackett Elec. Co., Buffalo, N. Y. Wholesale Radio Equip. Co., Newark, Mm. J. 


NATIONAL COMPANY Inc. 


CAMBRIDGE 39 


Boston Mass. 











antenna was better until we actual! 

started copying the messages and pu 

tings them in typewritten form. The | 
and only then was it clearly show 

that the big antenna was the more rel: 
able. 

The case of the listener is quit 
similar. We suggested the smalle 
aerials in the summer time because the 
sound as though they have less stati. 
on them. Actually, the larger an 
tennas prove better and every effor 
to get up big antennas from now or: 
should be put forth. There will be ver) 
few nights which have the heavy stati: 
experienced in June and July. Au 
gust is a dandy radio month, and 
September is every bit as good as 
March—figures prove it. More satis 
fied radio users will be about, more 
potential customers influenced if this 
thought is carried out. Make the an 
tenna large, high and clear of ob 
jects. 

In conclusion: Have the radio man 
call on the trade. Keep the dealer 
active in order to start off with a two 
months head start in fall. Talk up 
the big antenna, it is still the*heart 


of present day radio. 
* * * 


One Fly Power Would Run 
Radio Set 25 Years 


When you are “in the air’ listen 
ing to a broadcasting station, you 
are at the receiving end of one of 
the smallest power units of which 
man has made any practical use. 

The controlled currents which do 
work in the loud speaker or telephone 
come from the “B” battery and thence 
to the receiving tube. The incoming 
impulses from the antenna or loop, 
changing with the change of voice 
currents or code-currents, control the 
larger output of the tube through the 
grid circuit. 

The minute quantity of energy uti 
lized by each receiver to direct and 
control the local battery circuit has 
been made significant by Dr. L. R. 
Whitney, director of the researc 
laboratory of the General Electric 
Co. in the statement that: “If th: 
amount of work done by a house-fl\ 
in crawling up a window pane for 
one inch were to be put in a recei\ 
ing tube—as energy coming from 
space—it would suffice to actuate tli 
outfit continuously for a quarter 0! 
a century.” 

This is the amount of energy whic!. 
when amplified, enables us to hear 
through loud speaker or telephon 
headpiece. 
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very real Asset 


NG meee, = There is a Crosley to Fit 


, fm ' 


Y/ \ Every Pocketbook and 


\ 
T IS not alone the ease with which . Preference 
Crosley Radio Receivers are sold that 





































Crosley 50 <A new one tube Armstrong re- 


q make them a valuable line for youto generative receiver, very efficient. $14.50 
- Pic Crosley 50-A A two tube audio frequency 

¢ handle. There is the additional ad- amplifier to combine with the Crosley 50. $18.00 
vantage of knowing that every person | Crosley 51 A two tube Armstrong regen- 
; : erative receiver with a world wide reputation 

" who buys a Crosley will be a repeat cus- ic eaailebinaiie. it $18.50 
Crosley 51-A A one tube audio frequency 


1 | tomer. 


| 
\ 
) P . ; amplifier to combine with the Crosley 51 $14.00 
The universal satisfaction that Crosley Conk TP A aaa Bho Coe 
n instruments give each in its own class, ley 51 in a leatherette carrying case with 
8 space for batteries and head phones $25.00 


‘Ty | . . \ 
1 adds prestige to the reputation of your Crosley 52 A three tube Armstrong regen- 

{| store and makes customers talk about the erative long distance receiver for loud speaker : 

| reception ___.... eae ee _..$30.00 


P wonderful values obtained there. Crosley Trirdyn 3R3 A very selective three 


tube receiver combining radio frequency, re- 
generation and reflex, the three great radio 


powers 5 ; eee A 


a —— 


That our claims for Crosley Receivers 
" | are not extravagant is proven by the fact 


——_—_—-_ - ——> — 


Crosley Trirdyn Special 


» that, duri w 
t, during the last twelve months, more oe ree, See 


F Crosley instruments were made and sold Trirdyn 3R3 with battery 

u j : : } f $75.00 
F # §©6than any other kind of sets in the world. { eG 

’ } Crosley maa V A one 

h The Crosley Franchise is ‘a Very Real § tube regenerative receiver 

y y 
| with a notable reputation 
Paes $16.00 


Asset. 
Are you taking advantage of the oppor- | 


powerful four tube set us- 
ing radio frequency.$55.00 





Crosley Model X-J A 
. 
tunity that it offers you? 
) 


\ 
4 Write for complete catalog which shows 


Crosley Model X-L 

; & Same as the X-J in 

the new as well as the widely known a Consolette cabinet 

f : : f with loud speaker 
Crosley Radio Receivers. | ” $120.00 


| Good Jobbers Everywhere Handle Crosley’s. 
ad 
oT EROSLEY. 


Better -Cost Less 


Crosley Type 3-C 
A three tube re- 
generative Consol- 
ette with loud 


speaker _...$110.00 










Radio Products Crosley 51 $18.50 


Powel Crosley Jr., President 
864 Alfred St. Cincinnati, Ohio 


yr 


| The Crosley Radio Corporation 


\' The Crosley Radio Corporation Owns and 
Operates Broadcasting Station WLIW’, 





Crosley Trirdyn 3R3 $65.00 


a oe “ - - 
Ri Ca — All Crosley Regenerative Receivers licensed 
=, ‘ 





. s OSX » 5 undcr Armstrong U. S. Pat. 1,113,149 
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Rapio DEALERS 


are happy to see you 


if you sell 


the Allen-Bradley line 





YU S. PAT. OFF. 


PERFECT FILAMENT CONTROL 


REGISTERED 


The famous Bradleystat was the 
forerunner of the present Allen- 
Bradley line of radio products which 
now include: 


1—Bradleystat 
2—Bradleyohm 
3—Bradleyleak 
4—Bradleyometer 
5—Bradleyswitch 


Radio experts describing new cir- 
cuits mention Allen-Bradley prod- 
ucts in their layouts and radio fans 
eagerly follow these instructions. 
This means there is a constant de- 
mand for Allen-Bradley products 
everywhere. Tell your dealers about 
it and get them to stock more Allen- 


Bradley equipment. 





oe 
Y “e 
AY 


Electric Controlling ‘Apparatus 


AB 


Manufacturers of graphite disc rheostats 
for over twenty years. 


492 Clinton 
Street 


Milwaukee, 
Wisconsin 





| price lists, ete. 











Tafel Installs New Systems 


An electrically 


Tafel Electric Co., Louisville, Ky. 


| This will take care of advertising 
| forms and direct-mail letters. 
| dition Mr. Tafel expects a great sav- 


In ad- 


| ing on various office forms, bulletins, 


An electrical book- 
keeping machine is also being in- 
stalled for postings on ledgers and 
sales records, the estimated saving be- 
Another de- 
cided asset to the company is the new 


ing $420 per annum. 


sprinkler system of over 500 heads, 
which will cut the insurance rate to 


| about 30 cents. 


* * * 


Post-Glover Elects Officers 


The following officers were elected | 
for the coming year by the directors | 
of the Post-Glover Electric Co., Cin- | 


cinnati, Ohio: F. D. Van Winkle. 
president; George N. Devou, vice- 
president; E. L. 
president in charge of sales; M. T. 


Salling, vice-president in charge of | 


warehouse and purchasing; P. B. 
Stanbery, secretary; E. B. Daulton, 
treasurer; Walter C. McPherson, as 


sistant sales manager. 





Two General Electric girls. ‘The one on 
the left is Miss “Duke” Dugan of the Sib- | 
ley-Pitman Electric Corp., Brooklyn, N. Y. | 
Miss Dugan looked like a 10 to one shot | 
in the beauty contest, but her modesty 
' would not permit her to enter. 





operated Multi- | 
| graph is the latest innovation at the | 





Van Winkle, vice-_ 


There Is 
No Official Radio 
Season So Far As This 


Item Is Concerned 


You Can Keep Piling Up 
Radio Accounts With 


THE BATTERY 
RELIABLE FILLER 


Right now is one of your best months for 
selling Reliable Radio Battery Fillers to 
dealers. We're advertising it in many 
leading radio publications, It is a neces- 
sity for every radio user who values his 
batteries but detests the bother, time and 
slopping common to makeshift methods of 
filling batteries with water. 


Especially valuable for “A” and “B” stor- 
age batteries; also for automobile storage 
batteries. 


The 
Reliable 
Parts 
Mfg. Co. 
2819 Prospect Ave. 
Cleveland, O. 





List Price, $1.50 

















Fall Trade With. 


U. S. TOOL CONDENSERS 
100% GUARANTEED 


The convincing proof of a quality is 


salability. Sales for the first quar- 
ter, 1924, equalled those of all 1923. 
Dealers who want turnover are 
stocking U. S. Tool Condensers— 
in the field when radio broadcasting 
started. The fall boom is on its 
way. Get your share of it—with 


U. S. Tool Condensers. 


End Plates of 
CELERON 


F Superheterodyne 
or 
Inverse Duplex 
Superdyne and 
Four Circuit Tuner Circuits 
Condensers of recommended capacity for 
all known circuits. 


ORDER BY CAPACITY—NOT PLATES 
Write for Proposition 


U.S. Tool Co., Inc. 


124 Mechanic Street 


NEWARK, N. J. 
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Fixtures Plus Business | 


Methods 


(Continued from Page 6) 
by the Republic Electric Co.: it is 
really none of their business whether 
the stuff is sold or remains in the 


inventory till crack of doom. But | 


they realize that such overstocks 
handicap, even cripple, the dealers 
they want to do business with, so they 
have adopted this plan of listing them 


without charge in their accessory cata- 
log and selling them if possible in an | 


endeavor to aid their trade in getting 
the fixture business on a sound basis. 
That, briefly, is the foundation upon 


which their whole plan and _ policy | 


rests—practical helpfulness in the di- 
rection of sound business. In this 
matter they go to lengths which we 
believe to be unique in the history of 
the jobbing industry. The blank 
forms used to accomplish this are 
shown on page 48 of this issue. 

Thus— 

For each fixture shipped a “fix- 
ture cost card” is filled out in the 
Republic company’s office and is sent 
to the dealer. This card lists by 


stock number and description not | 


only the fixture purchased, but it lists 
all the accessory material required to 
wire and install that fixture—it lists 
sockets, wire, washers, hickey, etc. At 
one side is space on which a cut of 
the fixture is pasted, and below are 
spaces for entering up the time and 


cost of wiring and hanging, the items | 


of overhead and profit, and finally the 
selling price. Thus the dealer has be- 
fore him every cost chargeable against 
that fixture, and it is his own fault or 
foolishness if he sells it at a loss. 
Similar cards are supplied with pur- 
‘hases of glass and of complete units. 
On the back of all cards is a system 
form for keeping a perpetual inven- 
tory of the items listed, giving all data 
required for re-ordering and provid- 
ing spaces which show the monthly 
demand of the item. By maintaining 


such an inventory, the dealer knows | 

a glance which numbers enjoy a | 
steady turn-over; he is in position to | 
cut down or cut out the slow movers: | 


‘insures himself against running out 
items for which he has steady sale. 
‘he clerical work required is mini- 
ized by the simplicity of the forms 
ipplied. 

Another system form which the 
‘epublic Electric Co. supplies and 


lvocates the use of, is an order | 
‘orm which, when signed by the build- | 





Two Condensers In One 


Radio fans, who have had trouble 
connecting and adjusting grid biasing 
condenser, will appreciate our new 
condenser, code 610, which the Kellogg 
Company have just placed on the mar- 
ket. This is a standard 11 plate vari- 
able condenser of minimum .000074 
and maximum .00035 microfarads, and 
it has as part of the construction, a 
micrometer vernier condenser with a 
capacity minimum of one micro-micro- 
farad and a maximum of ten micro- 
microfarads. 


The Kellogg No. 610 condenser 
eliminates unnecessary wiring and its 
attendant difficulties and simplifies the 
number of parts in the receiving set. It 
provides the greatest degree of efh- No. 610 
ciency in circuits requiring grid, micrometer or biasing condenser. 





Have your dealer show you this condenser. 


USE—IS THE TEST 


KELLOGG SWITCHBOARD 
& SUPPLY COMPANY 


1066 W. Adams St. CHICAGO, ILL. 





























A Radio-B That Piles 
Up Profits! 


This new ACE Radio-B Battery will boost every jobber’s 
salesman’s sales volume. 

It’s a big seller that calls for repeat orders from radio fans 
and dealers. 

Built right to last long and accordingly gives best service for 
the longest time to its users. 

No. 1301 shown here has 30 cells, 6 voltage taps for variation 
of voltages of 1614, 18, 1914, 21, 2214 and 45. It’s 8” long, 65%” 
wide and 3” high. Weighs 8 pounds. 

Stock your dealers with this fast selling, big profit making 
Radio-B Battery. 
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LANCASTER, 
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For a variety of uses: 


Cords and Magnet Wire 


Just a few Rome Wire standard flexible cords are illus- 
trated below. Rome cords range from the delicate, silken 
Rome-Glos Cord (in fourteen rich shades of staple colors) 
through a wide variety of types and sizes to the heavier 
cords whose sturdiness defies the roughest treatment. 


Twisted Pair Lamp Cord 
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Sone per ere cede 









Parallel Lamp Cord 
“i \recwiahy RNAI 


Reinforced Portable Cord 
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Twisted Pair Heater Cord 


Canvasite Cord 





RAO 





Packing House Cord 


Proper qualities in magnet wire are of actual advantage 
through saving labor in winding, preventing rejects because 
of defective coils and producing neater and more per- 
manently satisfactory windings. Rome Magnet Wire is 
characterized by its qualities 
of strength, conductivity and 
uniform diameter—its insu- 
lation by high dielectric capac- 
ity, mechanical perfection and 
uniformly smooth exterior 
Furnished in a most com- 
prehensive line of sizes and 
shapes of conductors and of 
insulations. 





All Rome Wire is fabricated completely in our own plant from 
wire bar to finished product. High quality and great uniformity is 
thereby assured. 


Our large scale production facilities enable us to give a very prompt 
and satisfactory supply service. Large stocks of Rome Wire are main- 
tained by our branches or distributors in all leading trade centers. 


Write to Dept. B-20 
ROME WIRE CO. ,,..Mih ad. ROME,N. Y. 


Diamond Mills, BUFFALO, N. Y. Atlantic Mills, STAMFORD, CONN. 
NEW YORK BOSTON CHICAGO DETROIT 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 25 Parsons St. 


LOS ANGELES, J. G. Pomeroy, 336 Azusa St. 
































ing owner and the dealer, becomes 
legal and binding purchase contrac. 
This form is reproduced on page 4. 
It carries all the information the dea 

er and the owner should have regard 
ing each other; it reminds the former 
to put down in black on white all t! 

facts which he so often forgets 
and which when forgotten are sv 
liable to cause misunderstanding ani 
loss. These order forms are usec 
for all orders taken by dealers when 
they bring customers to the Republi: 
display room, so that the trade has an 
opportunity to experience the advan 
tage of using them. 

And finally, to complete the sys 
tem forms desirable and necessary to 
successful fixture retailing, the Re 
public company provides price tags 
for both fixtures and glass, the for 
mer carrying information regarding 
glassware and bulbs as well as the 
fixture itself. 

None of the forms are given away. 
They are sold at a slight advance over 
bare cost, which, however, amounts to 
so little that none but a dealer bent 
deliberately upon bankruptcy would 
reject them on account of their very 
moderate price. 

It will be seen from this description 
and the forms reproduced that the 
Republic Electric Co. is doing con 
siderably more than merely jobbing 
fixtures. They are selling “fixtures 
plus business methods,” and to ac 
complish this they give solid, money 
making advice backed by the simple 
system machinery necessary to put 
that advice into operation. As nearly 
as is humanly possible, they are in 
suring every dealer a profit on the 
fixtures he sells. 

But they do more. They refuse to 
be party to the kind of fixture busi 
ness which they know to be unprofit 
able—the kind of business where thie 
dealer attempts to be also a manu 
facture. They believe fixtures ar 
merchandise. They sell them as mer 
chandise. Fixtures and glass, even 
the completing accessory items are 
sold in individual cartons, for they 
will supply with any fixture a sepa- 
rate package which contains the right 
amount, kind and number of wire. 
washers, sockets, hickeys and other 
“ingredients” necessary to wire and 
install it. The dealer does not have 
to stock up on a lot of miscellaneous 
fixture “notions” when he deals here 
any more than he has to stock up on 
parts and assemble the plugs and 
cords when he handles flatirons. He 
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“GOLD SEAL” HEADSETS 


‘‘The Best That Money Can Buy’”’ 






2200 Ohms 
$6.00 


3200 Ohms 
$8.00 


Sy 


“GOLD SEAL” HEAD SETS are electrically and mechanically,—as well as 
from a radio standpoint,—as perfect as the highest-priced Head Set on the 
market,—yet, with all their perfection, they retail at only $6.00 for 2200 
Ohm, and $8.00 for 3200 Ohm. 


The trade mark ‘“‘DEVEAU” has stood for the highest quality in telephone 
apparatus for thirty years,—a guarantee that every known advantage in 
design and manufacturing has been taken into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down 
the weight but unlike other Head Sets, every exposed metal part of the set 
is finished in genuine 24-karat gold,—under a protective lacquer so that the 
finish will last for years; the terminals of each unit are concealed,—no contact 
possible with users’ hands. 


“DEVEAU GOLD SEAL” HEAD SETS are like a piece of fine jewelry in 
appearance, but with all the radio niceties that the most advanced radio en- 
thusiast can desire. DEWVEAU Units exactly match each other in tone,—each 
has maximum sensitivity and perfection of tone quality. 


“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and 


mechanically perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED . 


General Offices and Factory: 250 West St., New York, U.S. A. 


(3 Blocks Above Franklin St.) 
Cable Address: ‘‘Eleclight’” New York 
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Ten Years In 
The Rubber Industry 


The more rigorous the service, the more 
pronounced the genuine worth of Square 


D Safety Switches. 


And the longer such usage continues, 
the more evident their high quality 
becomes. 


This must be the truth. No other reason 

could possibly account for the phenome- 
nal, steady growth of Square D instal- 
lations inthe rubber industry, for example, 
throughout a period of 10 consecutive 
years. 


SQUARE D COMPANY, DETROIT, U. S. A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 





BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati. Milwaukee, Atlanta, 


‘ i Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
See Saturday Evening Post New Orleans, Baltimore, Columbus, Minneapolis, iedienagelle (63) 
of August 2nd SQUARE D COMPANY, CANADA, LIMITED, WALKERVILLE, ONTARIO 


BRANCH OFFICES: Toronto, Montreal 


SQUARE D 


Safety Switch 









can get a fixture complete—whicl 
means a fixture and everything tha 
goes with it—all in one box. 

They have even raised fixtures i) 
one particular instance to the fina 
merchandising ideal where the retai! 
customer buys on that basis also 
This item is a very clever bureau or 
dressing table fixture which comes 
complete in a box, ready wired, with 
glassware, cord and plug, and even a 
screw driver to attach it to the furni- 
ture. That, we contend, is merchan- 
dising fixtures. 

The Republic Electric Co.'s fixture 
department is still in the experimental 
stage. Nobody knows for _ sure 
whether the trade will accept, utilize 
and profit by what appears to be a 
very simple and practical form of 
business cooperation. Mr Wolf be- 
lieves they will. Mr. Geiser, presi 
dent of the company believes they 
will, and he has backed his belief with 
a very substantial investment. Your 
reporter, who has examined the set- 
up and. listened to the men behind it 
believes that they will, not only be- 
cause the plan is sound but because the 
men involved are both practical and 
enthusiastic. 





Problems of the Sales 
Manager 
(Continued from page 14) 
territorial conditions. Also in the 
matter of leads and information for 
the benefit of the salesmen we are 


all on the lookout for them wherever 
we go. 


“Bogey” and Special Com- 
pensation 
We do not use quotas, bonuses, or 


| contests of any kind. We can ap 





preciate their benefits to houses in 
different localities under other cir- 
cumstances but do not use them our 
selves, 





Cut Yourself a Piece 


of Cake 


(Continued from page 8) 


Floor and table lamps are always 
salable and will be especially so fol 
lowing the contest, if the dealer wil! 
feature the kinds recommended in 
the Lighting Primer. 


The Utility Light is nothing more 
than an RLM reflector with a 150 
what bowl-frosted Daylight lamp 
and about 15 feet of flexible duplex 
cord and a plug. It is such a hand) 
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Plenty of Customers 


Here is an item you can get every- 
body interested in and it’s never 
too late to start. 


Ever since Thomas Edison put the 
Kilowatt to work at light labor 
there’s been a need for the Bryant 
Tumbler Switch with Bakelite 
luminous handle. 


It is the final step between dark- 
ness and light. 


lt makes a dark room seem hos- 
pitable. 


It is the most important improve- 
ment in switches since switches 
were invented. 


Not every contractor-dealer has 
taken the time to appreciate the 
business that he can get from the 
sale of these switches. But the 
business is there for him and 
for you. 


It’s part of your job to open his 
eyes to his opportunity. 





This advertisement appears in 
the August tissues of Electrical 
Record, Electrical South, Elec- 
trical Retailing, Electrical Mer- 
chandising, National Electragist 
and the Journal of Electricity. 
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Y “Notice the Lighting Lgupment” 

















Attractive Lighting Fixtures 
for the Moderately Priced Home 


Every dealer knows that the greater part of his residential lighting equip- 
ment business comes from people in modest circumstances—hence the 
popularity of the Beardslee CARTON LINE in which quantity produc- 
tion makes possible artistic designs, combined with thoroughly good work- 
manship and material, at a moderate price. 


The CARTON LINE is distinctly a jobber’s line since each fixture 
comes in a separate dust-proof carton, with an illustration of contents on 
label. You handle nothing but the sealed carton each of which contains 
one complete chandelier or bracket, completely wired, sockets connected, 
crowfoot provided, and complete glassware, except lamps. 


All exposed metal parts are of real brass, beautifully finished by sand- 
blasting and burnishing—a true metallic finish that will not deteriorate 
since no paints, powders or bronzes are used in producing it. 


We have just issued a new catalog describing and illustrating the most 
popular designs in this line. You will find it a real help in selling. Write 
today for copy of “Home Lighting Fixtures’—Catalog C-2. 


BEARDSLEE CHANDELIER MFG. CO. 


218 SOUTH JEFFERSON ST., CHICAGO 




















rig for the work bench or over th 
laundry tubs that both renters an 
home owners buy it.on sight. 

Re-fixturing and re-glassing of o| 
fixtures should be easy pickings a 
soon as the new lighting knowledg 
resulting from the contest become 
general. 

As the real estate folks say in thei: 
ads, “Act Quick’. This is one tim 
when you certainly can’t stand an 
hold the ball. 

August is among us, soon it will b: 
September. If you are going to start 
some local contests where none woul: 
otherwise bloom, you'll have to ste) 
on it right now. You're the guy that 
wakes the bugler up. 

About the time the contests actu 
ally get started, it is up to you to 
be several jumps ahead of the gam 
again. That’s the time when you want 
to be getting your dealers lined up for 
the harvest—set for the follow-up on 
kitchen lighting or portables, utilit, 
lights, or re-fixturing or re-glassing. 

You can’t afford to linger awhile or 
there won’t be any cash-in. 

Whoever supplies your house with 
lighting equipment, you may be sure 
has a part in this Lighting Contest 
and has been thinking for months 
and months how to help the trade 
cash-in on the interest created. All 
sorts of dealer helps have been pre 
pared — window display material. 
newspaper advertisements and direct 
mail aids. Get samples from your 
lighting equipment manufacturers. 
See that your dealers are supplied 
and use them, but above all, get your 
dealers to plan a definite campaign 
that embraces house to house calls. 
That is the one sure winner always 
and it wins double now because of the 
Lighting Contest. 





Stick-To-Itiveness 


(Continued. from page 12) 

The salesman who sticks to a pros 
pect, trip after trip, never missing 
him, is going to be Johnny-on-th« 
spot when the opportunity final!) 
comes, while the man who is a quitter 
just misses the things that miglit 
come his way. No luck comes to 4 
quitter. All the world quits a quitter 
and the man who quits one time, finds 
it easier to quit next time. 

As a jobber’s salesman you hav: 
many advantages over the special') 
salesman. You represent an indefini'« 
number of lines, of varieties of ele 
trical goods. It is very unlikely th t 
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Watch fr the BIG Lhvelope 








geile: sang extraordinary—a Free “ Busi- 
ness Building Service” to every retailer of 
electrical goods. Watch for the big orange envelope 
to be mailed to you about August 15, 1924. More sales 
mean more profits. The HEMCO “Business Building 
Campaign” will help you increase sales—sell more 
to old customers, reach out for new customers. You 
will be put to no expense whatever. You are also sure 
of a reward. Watch for the big orange envelope. 


If you do not receive the big orange envelope 
promptly, send us your name and address. 


CEORGE RICHARDS §. COMPANY lhe 


957 W. Monroe Street Chicago Illinois 
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Over 400 
Stock This Line! 


This is a significant fact. This 
extraordinary jobber distribution 
is explained in the quality and 
utility of the FITZ-M-ALL Outlet 
Box Hanger and the KRUSE 
Switch Box Supporting Strip. 


Fitz-M-ALL 


OUTLET BOX HANGER 












The FITZ-M-ALL Outlet Box Hanger can be 
used with equal results on old or new work 
with either conduit, loom or armored cable. 
Can be positioned up or down for deep or shallow 


boxes, in or out to the exact position desired. 




















As Used with Loom 


Does not interfere | 
Made in two | 
installation on all | 


Any style box can be used. 
with conduit pipes, cable or wire. 
sections for easy Bos quick 
work. 


Can be used between studdings for side outlet | 
boxes, as the two sections may be made into 
an adjustable bar which extends from studding 


to studding. The clip fastens the box and at 
the same time clamps the bars together. 
The FITZ-M-ALL will bring you big sales. 


Patented 








is a 
inch lengths 
400 jobbers re-order regularly. 


The Kruse Switch Box Supporting Strip 
package product that comes in 16% 
that ove1 


It is made of soft metal and is easily snipped. } 
Lath ends enter holder without whittling. Short | 
pieces can be used without waste. Saves time | 
and labor. | 


The Kruse is the original. Sell it. 
MID-WEST METAL PRODUCTS, 
COMPANY | 
Muncie Indiana | 





Jobbers 


any merchant you call upon who han- 
dles goods is not in need 
of some item of stock. He may not 
He may be honest 
in saying that he is full up. But how 
often would that be true? Many 
dealers seem to have a habit of telling 


electrical 


realize the fact. 


every jobber’s salesman at first that 
nothing is needed. They expect to 
be urged to buy, so they stand off at 
first and wait to be urged. ‘That is 
not good buying practice, but it is a 
condition that exists. 

Under such conditions, it is worth 
while to use all your tact to uncover 
some need. When the dealer tells you 
he does not need anything, you should 
be ready with a series of suggestions 
that can be made in a way that will 


' arouse interest, that will not make it 


appear that you are pressing the mat- 
ter, but that you are really anxious to 
be of service. 

of 
the dealer, when you bring to his at- 


When you uncover some need: 


tention some item he ought to buy and 
is willing to admit he ought to buy, 
you probably do him a favor. If you 
remind him of a need he has forgotten 
or has not realized, thus preventing 
for lack of 
stock, you certainly give him construc- 
tive assistance. 


him from losing sales 
You cannot do any- 
thing like this for a man whom you 
bid good bye at the 
that he 
thing, or 


first intimation 


is not in the market for any- 
tells you that the 


mentioned 


when he 
items he has 
are all he 

This 


and 


and bought 
needs. 
keen 


is where a intelligence 


abundant technical knowledge 


come in to aid you in making inter- 
ry. 

Che 
usually more than ready, too, to talk 
better 


esting suggestions. dealer is 


with a salesman who is in- 


formed than he himself is. 

Develop your stick-to-itiveness and 
and 
you will find yourself climbing to the 


back it up with good judgment, 


xosition of high man with your house 
} 8 : . 


“Wahnco Live Wire” Makes Its 
Bow 
The 
house organ published by the George 
H. Wahn Co., Mass., Vol. 1, 
No. 1 appeared in June. It is an 8- 
3-col- 
The contents comprises chiefly 
illustrated price lists, although the 
front page is given up to somewhat 
more lengthy articles. 


above is the name of a new 


Boston, 


page sheet 10%4 by 15%, ins., 
umn. 














Great 





91-T 
the smallest 
appliance PLUG 


made 





Smallest in size and price— 
but greatest in quality, con- 
venience, profit and sales. 


The new two-way outlet that 
has proven such a “Wiz.” 
The real quality plug—built 
to endure—flawless in fin- 
ish. Perfect tandem blades, 
clean-cut T slots and spring 
contacts that can’t wear out. 


Competi- 
Orders 
are already pouring in from 
this 
made such an instantaneous 
hit. 
sell every dealer. 
—To-day. 


Fifty cents list. 
tion can’t touch it. 


everywhere, plug has 


Here is your chance to 


Get busy 


BETTS & BETTS 


CORPORATION 
644 W. 43rd St. 
NEW YORK 


(iLUc 


‘““Ninety-One-T”’ 
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Bailey Manager of Southern | 


Appliance 

Frank W. Bailey has been appoint- 
ed manager of the Southern Appliance 
Co., 1502 Young street, Dallas, Tex- 
as, to sueceed J. R. Cuttler, who has 
joined the Woodill-Hulse Electric Ap- 
pliance Co. of Los Angeles, Calif. 

The Southern Appliance through 


its Dallas branch handles all of its | 


business in Texas, though it maintains 


offices in Houston, Fort Worth, San | 


Antonio and Wichita Falls. Mr. Bai- 
ley was connected with the Intermoun- 
tain Electric Co. at Salt Lake City, 
Utah, until October, 1922, when he 


joined the Southern Appliance Co. 
* * * 


Watch Werner in New Jersey | 


J. M. Werner, formerly with J. J. 
Leahy, is now covering New Jersey 
for Nasser-Michaels Electrical Sup- 
ply Co. Mr. Werner has been in 
the business for about 18 years and 
threatens to knock the competition 
cold in his new stamping ground. 

xk Ok x 

Yundt Directs Kubec Sales 

Chas. Yundt, formerly with Ameri- 
can Electrical Supply Co., Chicago, 
Ill., is now sales manager of Kubec 


Electric Co., Chicago. 








Three wise men—beginning at the left, 
Sam Calhoun, city salesman; Ray Hey- 





ier, power apparatus manager and Herb | 


indberg, city salesman, all of the North- | 


ind Electrical Supply Co., Minneapolis, 
Minn. At the left of this group and just 
utside the picture was Tommy Thomp- 
m, manager of the supply department. 
t is unfortunate that the camera was 
ot wider for he was the most prepossess- 
ing of all. 








A SIMPLE PROBLEM 


IN ARITHMETIC AND MERCHANDISING 





1 Fan Season + 2 = '2 Fan Season 


The prolonged cool weather has re- 
tarded the sale of fans. It has shortened 
the fan season and has cut fan sales way 
down. 


But now, with the hot weather here, fans 
can and will be bought in large numbers. 
This will take care of the early season 
deficit in sales. 


Solution—Concentrate Your Selling 
Efforts on Fans and Work Twice as 
Hard! 


Get after your dealers and contractors. 
Show them how they can sell more fans. 
Get them enthusiastic about making up 
for lost time and unclosed sales. Sell them 
a good stock of R & M Fans to take care of 
the brisk demand they're bound to expe- 
rience. 


THE ROBBINS AND Myers COMPANY 
SPRINGFIELD, OHIO 
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INDICATING 


HARTFORD 
Time Switch 


SUPERIORITY 


“UNCLE SAM” Uses Them 
Extensively. 


Large Industrials Will Use Nothing 
Else. 


Central Stations Have Considered Them 
Standard Practice for Twenty-five Years. 


Built for Service—Not To Meet A Price, 
Yet Moderately Priced, With Good Profit for 
Jobber. 


There Is A Hartford Time Switch In Just 
The Right Type And Capacity for Every 
Time Switch Purpose. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 





Leo. L. Hirsch 


(Continued from page 21) 
other way. Inside cf three or fou 
years he had worked up a departme: 

| with six people under him which con 
stituted a sort of combination jo! 
_ split three ways. 

In five years he resigned from th 
Interstate Electric Co. and bought 
half interest in the Electrical Suppl, 
Co. organized about that time. Wit! 








him was Edward Jumonville also fron 
the Interstate. They. started wit! 
only a few hundred dollars capital 
This was in the year 1913. Their 
first place of business occupied on) 
4800 sq. ft. and at that they did no! 
use all the space. As Hirsch ex 
presses it, they romped along togethe: 
until the spring of 1917 when lh: 
bought out Jumonville, selling part 0! 
the interest to M. J. Elgutter, an old 
college mate and some of it later to 
Paul Hogan. 

As luck would have it, about thre 
weeks after war was declared and 
they found themselves with a business 
on their hands at a time when ther 
was no knowing whether it would 
survive 10 days or not. Elgutter was 
soon called, at about the time Hogan 
was taken in, and the latter and 
Hirsch worked as they never had be 
fore or expect to again. In spite of 
difficulties, however, their business 
began to grow and eventually it was 
necessary to seek new quarters in a 
building twice as large, in 1919. From 
that the company has expanded to th: 
point that this Fall it is moving into 





a new six-story building containing 
35,000 sq. ft. of floor space. 

Going back a little, when the United 
States first draft was made, they did 


| not have in their employ a man over 
| 35 years of age. Hirsch was regis 
_ tered and so were all the rest. A 


number also left and enlisted or got 
into some form of war work. When 
the first draft came along it took tl: 


| vice-president, purchasing agent, ship 

















ping clerk and one other man. For 


| a time Hirsch had to run the business 


practically alone, working until al! 
hours of the night, and when he got 
home he worked in his sleep, if lv 
was fortunate enough to go to sleep. 
If he could not sleep he got up and 
went down to the office and went t 
work again. 

Ever since he took over the busines 
it has known a profit and this | 
attributes to a very close attention t 
details. He works hard himself an‘! 
he works those who are under hi 











No. 5086 


No. 5115 No. 5134 


No. 5154 No. 5084 


No, 5085 


For Industrial Pendent Work use Arrow Porcelain Reflector Sockets 
with the Arro-Grip feature which takes the strain off the binding posts and 
prevents shorts from frayed wires. 

These are particularly high-grade sockets, constructed of extra heavy porce- 
lain suitable for high wattage lamps and reflector work. Send for new Arrow 
catalog of complete wiring devices and circular listing other Arro-Grip Devices. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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ALPHADUCT 


— the non-metallic 
flexible conduit that 
is generally ac- 
knowledged best for 
general house wir- 
ing, knob and tube 
work or wherever 
resistance to oi], 
grease or moisture 
is required. It’s the 
conduit that fishes 
easiest. 





ALPHATUBE 


— generally — specified 
and used where the 
smallest possible out- 
side diameter is called 
for without a _ reduc- 
tion of the inside hole. 
It bears the guarantee 
and trade mark of 
AL PRBADVUCT 
COMPAN Y—and 
that means the highest 
degree of protection 
under severest service 
conditions. 





Samples of ALPHA- 
DUCT PRODUCTS 


will be sent on request. 


ALPHADUCT COMPANY 


136 CATOR AVENUE, JERSEY CITY, N. J. 

















hard, but plays fair and his peop!) 
like to work with him. They hay» 
a sort of family spirit of their own 
in the different departments, and th 
heads of the departments frequent), 
get together informally and_ twice 
every month there is a regular forma! 
meeting. The company which Mr 
Hirsch heads covers the state o! 
Louisiana, half of Mississippi, parts 
of Alabama, Florida and Texas. The 
employ five territory salesmen and 
five city salesmen. The Electrical 
Supply Co. was made a Westinghouse 
Agent jobber in 1919. 

He takes great interest in Masonry 
and has filled all the chairs, having 
become Past Master at the age of 
29 of the largest lodge in the state. 
He is also active in the Consistory 
and Shrine. 

Considerable of his time is given to 
cutside associations, and he is active 
in the Association of Commerce work, 
having been on the membership com- 
mittee for several years. They organ- 
ized an active electric league in New 
Orleans a few years ago and Hirsch 
was the first president; in fact it was 
about the first organization of its kind 
in the electrical industry that had 
ever stuck together in New Orleans. 
Last June he was elected a member 
ef the executive committee of the 
Electrical Supply Jobbers Associa- 
tion and for two years previously had 
been serving on the executive com 
mittee of the Westinghouse Agent- 
Jobbers Association. 

The little things that mark the 
turning point in the life of a man are 
always interesting. In the case of 
Leo Hirsch one of these turning points 
came when he was a mere boy. He 
already had his mind made up that 
he was going to be a railroad man— 
if fortunate enough, a locomotive engi- 
neer. Even now, locomotives and 
railroad matters appeal to him 
strongly. However, it happened one 
day that he was called upon to assist 
one of the men from his father’s 
store in putting up an electric bell 
in the kitchen and operated from 4 
front door button. Whether he held 
the wire while the man tacked it up 
or did the tacking himself is unim- 
portant. At any rate, when the in- 
stallation was completed and he sur- 
veyed the situation, and the bell 
actually worked, he made up his mind 
over again that night that for the 
sake of humanity he would have to 
become an electrical engineer. 

Mr. Hirsch believes that the actions 





1s ee said Tt a ae 








ETE 2 NS. aes RNS 


i. ge 





| 




















ip hig “a 
a 





i? 


<@ 
J 























ee 











THE JOBBE k's fh) sa LESMAN 



















































THE SE-AR-DE BROADCASTER 





















































=f ) 








jj 






Zitz 


Edited by “SE-AR-DE” himself 


\ 








\ 



































\\ 

\ 

\ Pas: 2 ia 
\ =~ GEARDE> sec. # 
\\ > 4 

\\ ») PRI. G 

\\ % 

\\ 

| 

\ 

\\ 





ZZ 


: 


AI 
\ | 





ZZ 















JOBBER SALESMEN! Here Are 
Two New SE-AR-DE Products That 
Will Build Sales for You and Your 


Dealers. 
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Display Carton Audio Frequency Transformer 
The radio frequency Air Coil Transformer It is a very easy matter to build some- 
was designed to be used in most any type thing that looks like a transformer, but it 
of tuned radio frequency. They are mounted takes brains and experience to build one like 
on our No. 111, 11 plate variable condenser our No. 182. 

(.00025MF Cap.). Large? Yes, but if you could only hear it 
These units, when properly assembled, will work you would forget the size. net 
prove very efficient and cover a wave length We have produced a transformer which is 
of 230 to 580 meters. about 30% louder than some well known 

The compensating condenser furnished makes, and talk about an amplification curve, 
was designed particularly for use with coils well just ask us for a copy and you will find 
and the capacity can be thrown to either it belies its name. 





side of the circuit as desired. The transformer is 4 to 1 ratio and is built 
These units make ideal tuning elements in first-class shape. 
for several of the “dyne” type of sets. Salesmen, place one each of these trans- 


Three of these units and two neutralizing formers in your sample case and show to 
condensers are packed in a substantial dis- your dealers on your next trip. They will 




















play box. make sales for you with your hard prospects. 
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255 Atlantic Ave. Boston, Mass. ||| 


For 47 years Manufacturers of Scientific and other equipment 
Look for trade mark on every piece 
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weeps Comp @ l uw : = : : 
into the Background “= 


Fuse manufacturers may make all manner of claims, but when it comes to 
a showdown—fuse against fuse—the “‘Union’’ Renewable is in a class by 
A itself. 

: It sweeps a horde of would-be competitors right off the board and thrusts 
them into the background. 

No other renewable fuse has the finely calibrated (patented) link of the 
“Union” Renewable, giving absolute protection because it infallibly 
responds to overloads and short circuits at its given rating. 

No other renewable fuse is built with such a combination of strength 
—extra-heavy, specially-processed fibre cartridge—extra-heavy fer- 
rules and caps, to handle heavy overloads and short circuits without 
over-heating and burning the tubing. 

: No other renewable fuse has the ruggedness—the built-in, rock- 
ribbed stamina of the “‘Union’’ Renewable—hence no other fuse 
withstands so many blowouts. 

: If you were selling diamonds against Rhinestones you couldn't feel 
surer of your product than when you sell the “Union” against ordi- 
nary renewable fuses. 

Write for Catalog and full particulars of Jobber’s proposition. 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet Boxes, Cut-Out 
Bases, Fuse Plugs, Fuse Wire and Automobile Fuses. 


CHICAGO NEW YORK 
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MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 

















WHATEVER YOU WANT TO KNOW—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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of employes are but reflections of the 
men higher up. He has felt thus far 
that when a boss goes out and plays 
golf every afternoon the company is 
not only deprived of his services but 
that the other people in the organ- 
ization cannot help but think that 
business is half play, so he has not so 
far been stricken with the golf disease, 
although there are evidences, when 
talking with him, of a slight infection. 

Mr. Hirsch’s father was born in 
Alsace, France, and came to this 
country and went into mercantile 
work in northern Louisiana. His 
mother was born in this country, in 
the South. He was married in 1913 
to Sara Lazard, the daughter of a 
prominent clothier, in New Orleans 
and they have three children, all 
girls—four good reasons why he has 
to work hard. 





Meutinak Sam 


(Continued from page 22) 
bathing suit photos. 
editor’s got a weak heart and the 


I says, no, the 
judges is all married. A wise crack, 
eh, Phil? 

I was bound to get a bunch of 
our ladies in that July issue, so I 
took pictures of three of them my- 
self, enlarged them and sent them 
in. Then I gathered in all the new 
studio photos that were ready and 
got them ready for the mail. I 
wrote the names on slips of gummed 
paper as I was scared stiff the entries 
might get mixed up. I put them all 
in separate envelopes and dropped 
the slips inside. 

About the time I had the bunch 
ready to wrap up I got a hurry call 
to leave that night for Springfield on 
a big letting that was to come off in 
a few days. I jammed the photo- 
graphs in the mail and then, at the 
last minute, along came young Hagen 
with another one, all sealed and 
stamped, of the fair Lillian. I 
mailed that too and then pulled out, 
after telling the girls to look for their 
faces in the July number, which 
would be out before I got back. 

[I swung that White Way all 
right, made a couple of side trips 
and blew into the office again on July 
7th. I was all happied up. so the 
reception I got was like a load of 
bird-shot on a sunburned back. Of 
all the dirty looks I ever got, Phil, 
they was the worst. Each girl had 
a copy of THe Jopsper’s SALESMAN 
on her desk and five of them 


was playing with an inkwell or a | 
Every | 


| 


paperweight when I went by. 
fellow had scmething funny to say, 
like did I have a suit of armor at 
home, or if Alice would buy a Mar- 
mon with my insurance, or would I 
give my home address so my body 
wouldn't have to lay around the 
office, ete. 

I paid no attention and kept my | 
head till I seen the magazine, open 
at the beauty page right on my desk. 
Then I realized that I was a boob to 
let Hawken sic me on that contest. 
First, the photos I took had repro- 
duced rotten. Then I had switched 
the names of two girls who loved 
each other like strange bulldogs. On 
top of that, my letter had went astray 
and Frances’ picture wasn’t in after 


all. But the very worst blow was the 
picture with Lillian’s name under it, 
and everything went black when I 
seen it. What do you think, Phil? 
Some joker had slipped in a phony 
chromo of some burlesque actress, 
louder than a red tie and a comb in 
her hair the size of a steam-shovel! 
I tried to drink a glass of benzine 
off Billie’s desk, but she took it awav 
because it was all she had to clean 
her typewriter with. 

Well, Phil, when I think of all the 
guys in the world tonight who are at 
peace, home, kissing their 
wives and playing around with their 
kiddies, not a care at all, I could bite 
a steel nail in to. I got a lump in 
my throat the size of a B battery and 
I ain’t worrying foolishly either. If 
I get out of this alive hell won’t have 
no kick at all. If Willie Van Sickler 
knew my danger he’d cancel all my 
policies. 

As for the bird who slipped that 
picture in place of Lil’s, Hagen 
won't tell me who he is, but I’m 
voung and I'll wait. And when I get 
his number I'll beat him so soft he’ll 
float in a pan of ether. 

Yours for homely women, 


going 
























































THE new low price of 


$15.00 now in effect 
on Flood-O-Lite Jr., 


complete with Color- 



















Lite, will mean greater 
demand for this popu- 
lar spot-flood light 
than ever before. 





Our July advertising is 
telling over 50,000 re- 
tail stores about this in- 
teresting price rcduc- 
tion on Flood-O-Lite Jr. 
complete with Color- 
Lite, and big results will 
undoubtedly follow. 


Take advantage of this 
timely opportunity to in- 
crease your sales. Many 
of your customers will 
avail themselves of the 
saving on Flood-O-Lite Jr. 


and BUY NOW. 


Mail coupon below for 
full particulars 


Reflector & Illuminating Co. 
575 Washington Blvd. 
Chicago 





Sam. 


A Booster 
T. F. Kelly of the Crescent Elec- 
tric Supply Co., Dubuque, Ia., has 


been elected president of the Du- | 


buque Boosters’ Association and was 
chosen to toss the ball which opened 


the league season in that city. The 
Crescent company at the same time | 
announces that its Madison, Wis., | 


branch has moved into a new build- 


ing. SS, conashdncncebarsnnns 













REFLECTOR & ILLUMINATING CO., 
575 Washington Bivd., Chicago. 


1 want to take advantage of the opportunity pre- 
sented through the reduced price on Flood-0-Lite, 
jr., complete with Color-Lite. Please send me 
complete information, selling plans, booklets and 
other material that will help me make sales. 
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MANUFACTURERS 


NEWS 











Another Price Reduction on 
Lamps 
George F. Morrison, vice-president 
of the General Electric Co., stated 
that beginning July 1 the company 
would make a further reduction in the 
price of its Mazda lamps throughout 
the United States, averaging about 10 
per cent. a 
This is the second price reduction 
during 1924, and the fifth price reduc- 
tion since April, 1922. This latest re- 
duction alone means an additional sav- 
ing to the public of over $7,000,000 
dollars per year. If the lamps pur- 
chased today had been purchased at 
1914 prices, without these successive 
reductions, the public’s lamp bill 
would be $30,000,000 dollars a year 
greater. 


The prices of July 1 are: 


Mazda B 
Watts Price 
eae es -sronstiialaceme aa $0.27 
Mazda C 
ID a eicicuniionsseececannemanl een $0.40 
BED sanpubsses<caessdopnsemeneeeeere iene eee 45 
(ee ee eee 55 
| {| near: == RET SS 2 ee .70 
| EP eer he toda Ae 1.50 
OID wcccccasackcdccnwosbupheee eee 2.25 
(Ome FR ee 4.00 
* # 


Hodkinson Heads American 
Circular Loom 


F. C. Hodkinson has been appointed 
vice-president and general manager of 
the American Circular Loom Co., 90 
West street, New York, N. Y., re- 
placing Mr. Oscar Hoppe, who died 
recently. He has been connected 
with the electrical industry for the 
past 20 years and for a long time 
previous was one of the executive 
officers of the Garland Manufactur- 
ing Co. of Pittsburgh, Pa., in charge 
of the policies and sales. He was 
also in the formation of the 
Associated Manufacturers of Elec- 
trical Supplies and had considerable 


active 











the 
having: 


connection with 
Laboratories, 
been one of the earliest manufactur- 
ers to co-operate with the Laborator- 
ies under their label service. 

* * * 


Promotion in Square D Sales 
Department 


A. A. Schueler, sales manager of 
the Square D Co., Detroit, Mich., has 
announced the appointment of J. J. 
Mitchell as district sales manager in 


interest and 


Underwriters’ 


the St. Louis district, with head- 
quarters at St. Louis, Mo. 
Mr. Mitchell was formerly in 


charge of Square D sales in the In- 
dianapolis territory and replaces E. 
F. Bollinger who has resigned from 
the company. 

* * 


Brown Heads Rauland Sales 


Paul H. Brown has been made sales 
manager of the Rauland Manufactur- 
ing Co., Chicago, Ill. He has had a 
wide experience in the distribution of 
radio apparatus, and has been asso- 
ciated with the Rauland company for 
the past year. 









General Radio Increases 
Facilities 
Work on the new four story build- 
ing of the General Radio Co., Cam- 
bridge, Mass., which is being con- 
structed in the rear of the present 
plant at Massachusetts avenue 
Windsor street is well started, 
it is expected that the building will 
be ready for occupancy about the 
last of August. This will give an 
additional floor space of 25,000 sq. 
ft. which will double the’ present 
capacity. 


and 
and 


Melville Eastham, president of the 
organization, is nationally known as a 
radio authority, having spent over 20 
years in radio research and experi- 
In 1917 the first closed 
core audio frequency amplifying trans- 
former available for the radio amateur 
and experimenter was introduced to 
popular use by the General Radio Co. 
This transformer was designed by Mr. 
Eastham. 


mentation. 


Other instruments which embody 
features of advanced radio design and 
developed by him are: geared vernier 
low loss condensers, vario-couplers, 




















The debonair gentleman in the 
car is Clifford H. (Cliff) Furness, 
“one of the boys” of the Paragon 
Electric Sales Co, 1108 Widener 
building, Philadelphia, Pa. The 
only reason that Cliff didn’t try 
for the presidential nomination 
was that he has oil on him, having 
been in that much discussed busi- 
ness before he entered the elec- 
trical business. His great fault is 
that he is a bachelor but his out- 
standing virtue is the original 
style of business letter he writes. 

The man above, with the tooth 
brush on his upper lip, is Charles 
N. (Chick) Wiltbank, formerly of 
the Bryant Electric Co., and now 
a partner in the Paragon Co. The 
company now represents Frank E. 
Wolcott Mfg. Co., Rutenber Elec- 
tric, John Dunbar Co., Davis-Jones 
Ins. Wire Co., Paragon Appliance 
and Barber Elec. Mfg. Co. 
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medium frequency transformers, and 
many other instruments including 
those employed in making precision 
measurements for laboratory use. 


* * * 


Death of Benjamin G. Lamme 


Benjamin G. Lamme, chief engineer 
of the Westinghouse Electric & Manu- 
facturing Co., and one of the world’s 
leading electrical authorities, after a 
lingering illness of several months, 
died on July 8 at his home, 230 Strat- 
ford street, East Liberty, Pa., where 
he lived with his sisters, Miss Flor- 
ence A. Lamme and Miss Lenna G. 
Lamme. 

George Westinghouse, with whom 
Mr. Lamme was closely associated un- 
til Mr. Westinghouse’s death, had 
perfected the alternating current sys- 
tem, by which electricity could be 
transmitted over great distances eco- 
nomically. Mr. Lamme then perfect- 
ed railway and industrial motors and 
synchronous converters to make this 
alternating current useful at any 
point, and thus the use of electricity 
was removed from small, restricted 
areas and made universal. 

His most spectacular achievements 
were the designing 
equipment for the World’s Fair in 
Chicago in 1893; 5000 h. p. genera- 
tors, a world’s record at the time, 
when Niagara Falls was first har- 
nessed for waterpower; generating 
and motor equipment for the first big 
railway electrification, that of the 
New York, New Haven & Hartford 
Railroad; the 


of generating 


present day single- 


phase alternating current, high volt- 
age railway system, which is responsi- 












Model Kitchen with ‘“‘Standard”’ Built-In Range 


ble for most of the railroad electri- | 
fications; the design of the most suc- | 


cessful synchronous converter ever 
used; aand the single reduction gear 
street car motor, which though de- 
signed in 1890 is the type still used 
on street railway systems. 


Good Business in Standard 
Ranges 


A decidedly good market for elec- 
tric ranges is reported by the Stand- 
ard Electric Stove Co., Toledo, O. 
Apparently there is very little season- 


ability in the sale of the product, | 


building operations, climate conditions, 
etc., in various parts of the country 
balancing up to make an_all-year- 
around demand that seems to have a 
constant upward trend. 

This “diversity factor” is exempli- 
fied in the distribution of 
orders for standard ranges recently 
placed. The Orrington Apartments, 
Evanston, IIl., bought 66 ranges last 
year for the first section of the build- 


several 


ing. They have just taken 65 addi- 
tional Model 365 ranges for a new 
section of the building completed this 
summer. Through the Achievement 
Holding Co., in Buffalo, N. Y., 60 
ranges have been ordered for the Sov- 
ereign Apartment. In Florida the 
Holt Electric Co., of Jacksonville, an 
electrical jobber who has had excep- 
tional success with ranges, has recent- 
ly ordered 390 Standard ranges, prac- 
tically all of which have been disposed 
of in miscellaneous apartments in the 
city of Miami alone. 
in this locality is the Model 421, 
which is rust proof. 
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AND 


“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


Favored 
Salesmen! 


The salesman that goes out after 
business should have everything in 
his favor. 

The business getter that’s selling 
“American Brand” and A-|I is a 
favored salesman. The way is 
paved for him. These two lines 
are well known for their ability to 
give the best service and long life 

'on the line. 

Naturally, there's no trouble to 
get the prospects interest, and in- 
variably his order, when you're 
talking “American. Brand” 
| Weatherproof and Bare Copper 
| Wire and Cables and A-| Magnet 


| Wire. Let us send you samples. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











"AMERICAN BRAND® 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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“Red Devil” 
Tools 
Better Made 


A slogan that we live up to in let- 
ter and spirit. 


The cumulative knowledge and 
skill of over a quarter century’s | 
drop forging experience, com- 
bined with the best mechanical 
genius, are behind “Red Devil” 
Tools, to guard our reputation. 


“Red Devil’’ 
Electricians’ 
Auger Bits 


The werm is constructed 
to take hold quickly and 
strongly. No pushing— 
it pulls itself through. 
Bores with or against the 
grain of any wood, 10% 
greater clearance. No. 
2403. Sizes 10, 11, 12 and 
13/16ths. 





“Red Devil’? Havens’ Grips 


The breaking 
strain test is 
more than 
double that of 
any other 
makes. Power- 
ful—wire con- 
fined in grip- 
ping jaws| 
never gets 
loose until re 
leased. No. 
368 for No. 8 and smaller wires. No. 
369 for 14 in. and smaller wires. 





No. 368 


Send for the Electrical 
tool booklet 


SMITH & HEMENWAY CO., INC. 


MANUFACTURERS OF “RED DEVIL” TOOLS 
266 Broadway, New York, N. Y. 


Keep His Confidence 
Sell Him “Red Devils’’ 





Gpening of New Brandes Plant 

Completion of the new plant of the 
Brandes Products Newark, 
N. J., a subsidiary of C. Brandes, Inc., 
was celebrated by a_ reception 
tendered by President Frederick 
Dietrich to the employes of the two 
organizations and invited guests, who 
included many of the prominent 
executives of other radio companies. 
The new building is located next to 


‘ 
Corp., 


old building on Mount Pleasant 
avenue, Newark. It is of brick 
construction, two stories in height, 
and extends 85 feet along Mount 


Pleasant avenue and 200 feet along 
Gouverneur _ street. Between the 
two buildings is a court, and they are 
connected in the rear, making the new 
structure 112 feet at the rear end. A 
bridge has been erected to connect the 


two upper stories. The new building 


_ will be used for winding, manufactur- 


ing and plating and as soon as ma- 
chinery can be installed, production 
will commence. The new plant rounds 
out the list of Brandes factories to 
five. 

The annual sales conference of the 
Brandes companies was held at the 


At the Right Above is the New Brandes Factory in Newark, Adjoining the 


Advertising Club, New York, on July 
8, 9 and 10. Representatives wer 
present from C. Brandes, Inc., Cana 
dian Brandes, Limited, Toronto, and 
Brandes, Limited, London, England, 
and district men from the Brandes 
offices in San Francisco, Chicago, New 
York, Washington and Boston, includ 
ing David S. Spector, manager at San 
Francisco; Harold F. Tideman, Chi- 
cago; William A. Eaton, Washington; 
Frank R. Van Sant, New York. The 
meetings were in charge of M. C. 
Rypinski, 
manager. 


vice-president and sales 


* * * 


Wahle Secures Two New Men 


F. A. Robertson and J. F. Hardy 
are now representing the Albert Wahle 
Co., 224 Fifth avenue, New York, 
N. Y., manufacturers of residential 
lighting fixtures, in the South. Mr. 
Robertson will have charge of the 
Florida, Louisiana and Alabama ter- 
ritory while Mr. Hardy will operate 
between and Atlanta. 
Through the training beth men have 


Richmond 


had in the jobbing field they are well 
equipped to discharge their duties. 


Hy 
laa 
MBibeat iy 


Old Factory Seen at the Left. The Picture Below was Taken During the. 
Brandes Annual Sales Conference July 8 to 10. The Conference was Presided 
Over by M. C. Rypinski Who is the Second Gentleman From the Left of the Four 


Seated. 
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New Electrical Products, Illustrated 














The “Bendit” bar and clamp fits 
any standard outlet box, being se- 
cured by screws through two of the 
fixture stud bolt holes, and if a 
fixture stud is needed you can use 
your own style. Ordinary four- 
footed studs may be inserted be- 
fore the box is installed or a year 
later without taking the box out 
of the ceiling or, if a stud has been 
installed and later is in the way, 
it may be easily removed without 
disturbing the box or wiring. Studs 
for back of box mounting may also 
be used, the “Bendit” adjustable 
saddle being designed to clamp di- 
rectly over this style, holding it in 
place, the usual % in. locknut is 
thus unnecessary. It is a product 
of the National Metal Molding Co., 
Pittsburgh, Pa. 








Some advantages of the one piece 
plug manufactured by the Beaver 
Machine & Tool Co., Inc., 625 Nortli 
Third street, Newark, N. J. are: 
quicker to attach; no difficult thread- 
ing through narrow holes; both 
wires stripped same length; no 
screws to back out, screw back, drop 
on floor or loosen up in use; positive 
tight contact on each wire; wires all 
inside, highly polished composition. 





An _ addition to 
the line of fixtures 
manufactured by 
Connecticut Elec- 
tric Mife. Co, 
Bridgeport, Conn., 
is a toggle switch 
plate No. 7121. 
This fixture em- 
bodies the follow- 
ing features: will 
not tarnish; easy to install; har- 
monizes with furniture and all in- 
terior decorations, and no metal 
parts are exposed, thereby insuring 
an absolutely dead front. 











The Peerless 
Electro Products 
Co., 200 Holliday 
street, Baltimore, 
Md., has brought 
out a new fixture 
hanging device de- 
signed especially 
for new work. As 
will be noted from 
the illustration the 
Peerless Type C 





Hanger consists of nipple or stud movably mounted on a strong steel rod 18 
in. long. This nipple is of % in. pipe, full threaded and may be moved to 
any desired position on rod. One end of rod is pointed and bent to permit 
driving into bottom edge of beam or girder, thus securing the hanger against 
sidewise movement. The slide fasteners shown are also fully movable and 
permit installation of this hanger without nails, bolts or screws in any kind 


of studding on spacing up to 18 in. 


In the installation shown this Peerless 


Type C Hanger is used with a Peerless loom clamp and standard pancake 
box, but the hanger is equally handy, it is claimed, with other standard out- 
let boxes and plates used on either loom or BX work. 








A new conduit fitting for 31% in. 
and 4 in. conduit embodying several 
novel features has been developed by 
the Killark Electric Mfg. Co., St. 
Louis, Mo. This fitting is known as 
Type FB and may be used on either 
a vertical or horizontal conduit by 
reversing the cover. A special feat- 
ure of the new 8¥, in. and 4 in. fit- 
ting is the extreme length of the 
“hub” or that portion which screws 
on the conduit. The reason for this 
unusual length is the necessity for 
having a fitting that does not require 
a short radius bend in the stiff heavy 
cables used in 8Y, in. and 4 in. con- 
duit. 








The Bryant Electric Co., Bridge- 
port, Conn., has recently redesigned 
its Cat. No. 59107 outlet box recep- 
tacle so that the boss of the back 
will fit in holes 1-11/16 in. in diam- 
eter. It is also equipped with 6 in. 
leads of No. 14 B&S stranded rub- 
ber covered wire, one wire being 
black connected to the phosphor 
bronze center contact and the other 
wire is white which is connected to 
the gilding metal screw shell. The 
body is white glazed porcelain with 
shadeholder groove to receive any 
standard weatherproof or clamp 
type shadeholder taking 21 in. 
or 3 in. shades. The rating of the 


receptacle is 660 watt 600 volts. 








The “Torrid” electric marcel waving iron is a patented innovation of singu- 


lar beauty that every woman needs. 


Originated and manufactured by the mak- 


ers of the “Wavette” and “Ivory Wavette” electric curling irons, it has genuine 
Nichrome heating elements, detachable Bakelite plug in handle; ventilated 
coil steel cooling rest; two-piece separable attachment plug and handle finished 
in dull black, all metal parts highly nickeled, buffed and polished. The **Tor- 
rid Ivory” identical in design and construction is fitted with lustrous white 
enamel handle; white silk cord; white button on clamp, and brown Bakelite 
plugs. The “Torrid” electric marcel waving iron can be used with either a 
direct or alternating current of from 105 to 120 volts. The Frank E. Wolcott 


Mfg. Co., Hartford, Conn., is the manufacturer of this iron. 
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New Electrical Products, Illustrated 








Turn this screw into any plate 
and you have the equal of a lumi- 
nous switch that can be located 
in the dark. The screws are made 
by the Hart & Hegeman Mfg. Co, 
Hartford, Conn. 








The Simplex Electric Heating 
Co., 85 Sidney street, Cambridge, 
Mass., has developed a new plug 
for irons and appliances. It is 
claimed that the plug, which is of 
nickel steel, is unbreakable. A Bake- 
lite ball grip makes it easy to con- 
nect and disconnect the appliance. 
It is stated that the steel spring 
contacts have been tested with loads 
of 600 watts, making and breaking 
the cjrcuit 60,000 times without any 
sign of wear or pitted spots. Six 
ft. of heater cord and a Bakelite 
lamp socket plug are furnished. 
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The Allen Bradley Co, 492 Clinton 
Street, Milwaukee, Wis , has brought 
out a new line of resistance starters 
and across-the-line switches for in- 
duction motors of which the illustra- 
tion shows one type. This particular 
one is for squirrel cage motors up 
to 50 h.p. 














One, two or three lights are at 
the command of the user of this 
new “Three-In-One” flashlight. It is 
equipped with a white, green and 
red bulb, or with three clear Mazda 
bulbs. In addition to these special 
features, all of the distinctive con- 
struction points of Yale flashlights 
such as Yale contact switch, Yale 
end cap, Yale bulb assembly, Yale 
hood assembly, Yale lens and Yale 
reflector have been embodied. It is 
declared that this flashlight has 
come into wide practical service 
wherever signals are used at night. 
It is made in fibre finish only by 
the Yale Electric Corp., Brooklyn, 
ae £ 








Hold-Heet announces two new 
curling irons to meet the demand 
for improvement in _ hairdressing 
devices. The small iron No. 3 is 
101% in. long while the larger iron 
No. 5 is 12 in. long. Both devices 
have a separable plug in the handle 
to make for convenient disconnec- 
nection while in use. The handle is 
supplied in a rosewood finish while 
the rods are of brass. Great care 
has bean used to insure dependable 
firm spring action so that the hair 
is tightiy gripped at the tip of the 
iron even though the clamp is open 
but a trifle. Both irons are sup- 
plied complete with a heat insulated 
stand, together with 6 ft. of mer- 
cerized tinsel cord and two piece at- 
tachment plug. The Russell Elec- 
tric Co., 340 West Huron street. 
Chicago, is the manufacturer of 
these irons. 























To offset rising costs of relamp- 
ing and cleaning large installations, 
the Western Electric Co., New York, 
N. Y., offers a new unit. It is called 
the 99” safety unit and is a direct 
lighting totally enclosed type. Econ- 
omy of time and money is claimed 
by reason of the simplicity of oper- 
ation. Moving the knurled nut in 
one direction expands the concentric 
rings to their fullest so the bowl 
can be inserted. Moving the same 
nut in the opposite direction con- 
tracts the ring to hold the neck of 
the globe securely. A turn of the 
nut locks the rings securely in place 
so that the bowl cannot fall out. 








Non-absorbent properties,  flexi- 
bility and durability are three dis- 
tinctive features of the “U. S.” 
Royal Cord portable cable manu- 
factured by the United States Rub- 
ber Co., 1790 Broadway, New York 
City. The conductor is composed 
of strands of fine quality copper 
wire drawn down accurately to size 
and covered by a _ cotton wind. 
Over the cotton wind is a wall of 
rubber, next comes a cotton braid, 
and then the outer cover of “U. S.” 
Royal Cord compound of the high- 
est grade gum rubber which gives 
the cord its great abrasive and 
wear-resisting qualities. 
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Activities of the Society for Electrical 


Development 


Work Under Way and Suggestions of Business Building Value to the Industry 








“Red Seal” Plan 


As developed by the Society, the 
“Red Seal” plan for fostering ade- 
quate wiring in residential structures, 
is designed for application by local 
leagues. The plan was presented by 
W. L. Goodwin, operating vice presi- 
dent of the Society, before the con- 
vention of the Electrical Supply 
Jobbers Association at Hot Springs, 
Va., on June 4 to 6. It was also 
presented by him before the conven- 
tion of the Associated Manufacturers 
of Electrical Supplies at Atlantic 
City on June 18. In both places it 
was enthusiastically received as rep- 
resenting a concrete means for secur- 
ing a general adoption of adequate 
wiring in homes throughout the coun- 
try, and as being an activity which 
will be of great benefit to the gen- 
eral public and result in commensu- 
rate profit to the industry. 

* * # 


Better Home Lighting 


The Home Lighting Contest is one 
of the biggest undertakings upon 
which the Society is engaged for the 
moment. A complete outline of this 
campaign was given in the July issue 
of THe Jopper’s SALESMAN, while in 
this issue there is an article by W. 
E. Underwood, giving valuable sug- 
gestions to the jobbers’ salesmen, par- 
ticularly upon ways for getting the 
most out of this campaign. 

Mention has been made of the re- 
gional directors who will help you to 
organize the local contests. Here are 
the names of these directors as an- 
nounced by the society: 

L. D. Gibbs, Edison Illuminating 
Co. of Boston, 39 Boylston street, 
Boston, Mass.; W. E. Robertson, 
Robertson-Cataract Electric Co., Buf- 
falo, N. Y.; M. E. Skinner, Du- 
quesne Light & Power Co., Pitts- 
burgh. Pa.; W. H. Wade, Altoona, 
Pa.; J. E. North, Electrical League 
of Cleveland, Hotel Statler, Cleve- 
land, Ohio; H. A. Brooks, Potomac 
Electric Power Co., 14th & C streets. 
Washington, D. C.; Chas. A. Collier, 
Georgia Railway & Power Co., At- 


lanta, Ga.; John F. Gilchrist, Com- 
monwealth Edison Co., 72 West 
Adams street, Chicago, Ill.; H. E. 
Young, Northern States Power Co., 
Minneapolis, Minn.; Glen A. Walker, 
Nebraska Power Co., Omaha, Neb.; 
Chas. W. Davis, Dallas Power & 
Light Co., Interurban building, Dal- 
las, Tex.; Clare E. Stannard, Public 
Co. of Colorado, 900 15th 
street, Denver, Colo.; A. C. Me- 
Micken, Portland Railway Light & 
Power Co., Broadway & Alder streets, 
Portland, Ore.; A. Emory Wishon, 
San Joaquin Light & Power Corp., 
Fresno, Calif.; F. W. Willcox, Prov- 
ince, Ontario. 


Service 


Under the direction of these men 
the field work of the campaign will be 
conducted and the various communi- 
ties will report to their respective 
directors. These men are well known 
throughout their sections and _ the 
Better Home Lighting Activity is for- 
tunate in obtaining their services. 


Considerable enthusiasm was shown 
by the executive committee on the 
field work that has already been ac- 
complished by the representatives of 
the Society who have been touring 
the country interviewing the regional 
directors and the electrical interests 
in various communities. Some of the 
cities that have definitely decided to 
conduct campaigns are: Denver; St. 
Paul; Chicago; Atlanta; Grand Rap- 
ids; Detroit; Windsor, Ont.; Cleve- 
land; Pittsburgh; Buffalo; Newburgh, 
N. Y.; Poughkeepsie, N. Y.; King- 
ston, N. Y.; New York. Boston, Lo- 
rain, O.; Elyria, O.; Mansfield, O.; 
Massillon, O.; Warren, O.; Alliance, 
O.; Ashland, O. 


Two new members -of the execu- 
tive committee of the Better Home 
Lighting Activity were selected at a 
recent meeting—Frank W. Smith, 
United Electric Co., and W. E. Rob- 
ertson of Buffalo. 

Chairman J. E. Davidson. of the 
Lighting Educational Committee, has 
announced the appointment of Arthur 
Williams of the New York Edison 


Co., as a member of that committee. 
In addition he will serve as regional 
director for the eastern New York 
district. 

Money will be solicited by the ti- 
nance committee under the direction 
of W. E. Robertson, chairman. The 
members of this committee are: Her- 
man Plaut, L. Plaut Co., 432 East 
23rd street, New York, N. Y.; J. R. 
Strong, 526 West 34th street, New 


York; Geo. F. Morrison, General 
Electric Co., 120 Broadway, New 
York; Walter Cary, Westinghouse 


Lamp Co., 165 Broadway, New York; 
J. W. Perry, Johns-Manville, Inc., 
Madison avenue at 41st street, New 
York; B. E. Salisbury, Pass & Sey- 
mour, Solvay, N. Y.; LeRoy Clark, 
Safety Insulated Wire & Cable Co., 
114 Liberty street, New York; E. A. 
Gillinder, Gillinder & Sons, Philadel- 
phia, Pa.; H. B. Crouse, Crouse 
Hinds Co., Syracuse, N. Y.; John A. 
Duncan, Illinois Electric Co., Chi- 
cago, Ill.; W. I. Bickford, Iron City 
Electric Co., Pittsburgh, Pa.; G. E. 
Cullinan, Western Electric Co., East 
42nd street, New York; V. C. B. 
Wetmore, Wetmore Savage Co., Bos- 
ton, Mass.; F. W. Willcox, Canadian 


General Electric Co., Toronto, On- 
tario. 
* * * 
Plans for Camp 


Co-operation IV 


Acting on resolution passed at 
Camp Co-operation III, held in Sep- 
tember, last year, the Society has or- 
ganized Camp Co-operation IV—the 
third annual conference of represen- 
tatives of national and local co-oper- 
ative organizations and others inter- 
ested in local business-building activi- 
ties. 

The dates of the 
September 2 to 6, and the place As- 
sociation Island, Henderson Harbor 
(Lake Ontario), N. Y. 

The capacity of Association Island 
being limited, it has been necessary to 
confine invitations to those definitely 
interested in local co-operative work. 
chairman- 


conference are 


A committee under the 
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Signal 
Bells and 
Buzzers 


For over thirty years Signal products have been giv- 
ing excellent service to the customer who buys them, 
and have been making fast friends for the dealer who 
sells them. The laboratories of the Signal Electric 
Mfg. Co. go the limit to make 
each Signal product the best pos- 
sible of its kind. 





Signal Iron Box 
Bell 


The base and cover of Signal Bells and Buzzers is 
made of drawn steel black Japanned, Silver contacts. 
They will operate equally well with dry batteries or 
bell ringing transformers. 


Bell: 2'4 inch, 3 inch, 4 inch adjustable or non-ad- 
justable. 

Buzzer: Made in one size only. 

Combination Bell and Buzzer same size as standard 





Signal I Box : 
sd 2% inch Bell. 
ZN Fleeuyie Factory and General Offices, 
| Ch ry tat ae 1970 Broadway, 
S VJ UNG eGo. MENOMINEE, MICH. 
Los Angeles Chicago Minneapolis New York St. Louis 
Bosto1 Philadelphia Montreal Pittsburgh Havana, Cuba 
Seattle Winnipeg Toronto San Francisco 


You'll find our local office in your Telephone Directory 


















Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 






Reaches the job 
ready to install 


Your Order! 


HERE’S a welcome for 

you every visit when you 
sell him Pittsburgh Standard 
—the patented Thread Pro- 
tected Enameled Conduit. 

It reaches the job ready to 
install—- saves time, temper, 
money. Threads sharp, true, 
clean—that’s one reason why 
your customers use Pitts- 
burgh Standard. 

This trip tell them about 
P. §.—there’ll be a welcome 
for you every trip. 


Enameled Metals Co. 


PITTSBURGH, PA. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 




















| mittee, 


| to draw up a plan. 


| ship of J. E. North, president of the 


Electrical League of Cleveland, is 


responsible for the business program. 


Some of the subjects selected by Mr. 
North’s committee for inclusion ‘n 


_the program are: “Red Seal’? Cam 
paign; Selling Electrical Merchan 
dise through Community Electrical 


Exhibits; How to Interest Women in 
Electrical Equipment for the Home; 
Field Service Work; Store Lighting 
Campaigns; Selling More and Better 
Industrial Electrical Equipment; How 
the Local Electrical Co-operative 
Organization Benefits the Various 


| Branches of the Industry, etc. 


At least one full business session 


| will be devoted to the Home Lighting 


Contest, sponsored by the Lighting 
Educational Committee. 

The necessity for some satisfactory 
method of tying in local co-operative 
organizations was discussed last year 
at Camp Co-operation III and a com 
under the chairmanship of 
Earl E. Whitehorne, was appointed 
This committee 


_ will be prepared to make a report, 


_of this phase of the conference. 


| Scciety. 


which should be of great interest to 
all concerned. 

A program of entertainment, as a 
relaxation from the intensive business 


| sessions will, as usual, be a part of 


this Association Island meeting, and 


' a committee has been selected, with 


J. S. Tritle as chairman, to take care 
The 


sports will consist of golf, tennis, 


| yachting, bowling, swimming, fishing, 


exe. 
Progress reports giving informa- 
tion about transportation, business 


program, entertainment features, etc., 
will be sent out periodically by the 
Those interested in receiv- 
ing information should write direct 
to S. E. D. General Offices, 522 Fifth 
avenue, New York, N. Y. 

. 


* * 


Fan Prize Offer Coming 


Announcement of a contest to stim- 
ulate off-season uses of electric fans 
will be made in September. In con- 


nection with this electric fan com- 


' modity program, the Society will offer 
| $250 in prizes for the best 500 word 


| fans. 





articles on “How to Sell Electric 
Fans All-Year-Round.” Full details 
of the contest have not yet been 
worked out but complete announce- 
ment will appear later. 

The idea behind the prize offer con- 
test is to stimulate off-season uses of 





















August, 1924 THE JOBBER’S(IJSALESMAN 








Death of Ira Wolfe 


Ira Jay Wolfe died suddenly of 


acute indigestion while on his vaca- 


tion with Mrs. Wolfe at Baraboo, 


Wis., at the age of 43. The funeral 
was held at his late residence, 4455 


North Artesian avenue, Chicago, II1., 


July 21. 

Mr. Wolfe had acquired a broad 
acquaintance and a host of friends 
among electrical men. He was con- 
nected with the Nernst Lamp Co. 
(Westinghouse) for 14 years at San 
Francisco as western manager, later 











Ira Jay Wolfe 


with the Multiple Electric Products 
Co.; and February 1, 1920 joined the 
force of the Economy Fuse & Mfg. 
Company’s Chicago sales office. Since 
July, 1923, he had had charge of the 
Detroit district sales office. 

His many friends pay him the sin- 


cere tribute of being ‘“‘a man’s man,” | 


a salesman of the highest calibre 
and a true friend whose loss is deeply 
felt. 

* * * 


Personal News of Anylite 


Officials 


L. Sykes, vice-president and gen- | k 
; ‘ I 8 | cheaper but absorb moisture 


eral manager of the Anylite Electric | 


Co., Fort Wayne, Ind., with his wife 
and two daughters, Shirley and Enid, 
sailed on June 7 for an extended 
visit to England where they will visit 
his parents and other relatives. He 
s expected back the last of August. 
Miss Marie Wells arrived on June 
18 at the home of Mr. and Mrs. 
veorge Wells, Chicago office manager 
‘f the Anylite company. This is the 
third daughter. 








A Clever Salesman 








Emerson Junior 
9-inch fan 


Remember, Emerson Junior 


ing. Emerson Junior carries 
sons. 


Emerson Junior is the fan 
of the mid-summer demand. 


Thousands already sold this 


“At Once” shipments from 


NEW YORK CITY 





famous !4-inch hollow hardened steel shaft and oil-tight dust-proof bear- 


The reasonable price of Emerson Junior will appeal to quality buyers. 


| THE EMERSON ELECTRIC MFG. CO. 


The Emerson Company Sells No Apparatus at Retail. 


EMERSON JUNIOR 


Have your dealers display this 
clever little salesman where it will 
catch the eye. It will make many 
customers just naturally walk over 


to look at it and ask the price. 


is an Emerson in every essential, having the 


the same 5-Year Guarantee as larger Emer- 


to show to “late comers” and to take care 


season. 


Jobbers or Factory Stocks. 


ST. LOUIS, MO. 











GENUINE 3} 


LEATHER WASHER 


is another one of the 5 features that make 


ul | D MARK 
B REGISTERED 


ASSEMBLED 


Split Knobs 


SELL 


EASIER TO 


Ordinary split knobs use fab- 
ric washers which are much 


and soon deteriorate. Often- 
times while en route they are 
exposed to dampness and reach 
the dealer in an unsalable con- “ 
dition. This can’t happen with 
BULL DOG Split Knobs, and 
they cost no more than ordi- , 
nary knobs. ae 





MACOMB, ILLINOIS 






















Like Its 
Namesake 
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GET READY NOW 


For Big Fall Business 


ANYLITE PRODUCTS 


Will Help You Get It 


Get 





Anylite Regulator 


ready now for 
big fall business by at- 
tending to your stock 
and see that it is amply 
filled with Anylite 
money makers. 
dreds of your customers 
need them and can sell 
be }them rapidly. 


Merits Proven by Use 
Two Big Sellers 
Are the Regulator 
and Twin Plug 


Hun- 





Anylite Twin Plug 


Ask for the Latest Priccs and Information 


Anylite Electric Co., Fort Wayne, Ind. 














Radio 


Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 
proht. 

They are vitrous, brown glaze and 
are very well and neatly made. A 
sample of either size insulator will 
be mailed to any radio dealer upon 
request. 





| Noa, 1—2% in. long, 1% in. overall diameter. 


| 
| 


| 
| 
| 





No. 2—4¥ in. long, 15% in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 


patterns. 
THE MOGADORE 
INSULATOR CO. 


MOGADORE, OHIO 





A GOOD BUY 

A majority of the job- 
bers’ salesmen of this 
country consider The 
JOBBER’S SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE JOBBER’s SALESMAN 
to your friends. 

















The 








Mad specialties 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 


A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT CO. 


TRENTON NEW JERSEY 


INTE 














| 
| 
| 
| 
| 
| 
| 
| 














Williamson Organizes for 
Taplet Business 
Frank L. Williamson, _ recently 
graduated from the district sales 
managership of the Economy Fuse 
and Manufacturing Co., after an eight 
year term, is now chief cheer leader 


_ for the Taplet Manufacturing Co. 
| of Philadelphia, 


Pa., with head- 
quarters at 71 Murray street, New 
York, N. Y., where he intends to lead 
his team to victory with the persistent 
slogan “Taplets for Easy Wiring’. 
It is not to be doubted that he will put 
the old Paiste pipe Taplet line over 
the top judging from his former suc- 
cesses as a mule-team driver, when a 





Frank L. Williamson 


boy, later as a school teacher, and, on 
the way up the ladder, as a hardwar: 
and paint salesman. 

When Frank is not disporting him 
self at his favorite game of golf or 
enjoying his friends’ jokes (good and 
bad), he is “framing up” an attack 
on some job requiring a good mixture 
of energy, aggressiveness and diplo 
macy, which are his chief assets. As 
a pioneer organizer, Williamson is « 
winner because he knows how to han 
dle his men, leading the way with « 
sense of sureness in their ability to pul 
a thing across which creates in them 
sense of responsibility, loyalty and 
good-fellowship toward their chie! 
His eight-year old secretary, Mis; 
Brown, also Bob Milford and Harr: 
MacIndoe are with him. 

Mr. Williamson is a member of t): 
Machinery Club of New York and t! 
South Orange Field Club of N. J. 
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BRUNT 
usitty PORCELAIN 


Manufactured under 
license from the Patented 
Porcelain Appliance I Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 











Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lathe Holders will 
make you big profits! 





They are quickly and easily in- 


stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 

_ Independent Switch-Box Supporting 
Strips and Lathe Holders have exclusive 
features which put them far above any- 
thing on the market. Prices are right, 
too! 

This line is a time saver for the .con- 
tractor and electrician and a money maker 
for the jobber. ~~ Ae 

Send for jobbers’ proposition spd prices. 


> ~ 





~ 


Independent / 


Stamping Company 
5938 Chene Street 


Detroit, Michigan 








DeVeau Secures Peerless 
Products Line 


His friends in the trade are con- 
gratulating A. S. DeVeau on securing 
the New York representation of the 
Peerless Electro Products line. He is 
to have full charge of sales and sales 
policy for the Metropolitan District 
and Northern New Jersey. The Peer- 
less company, to quickly and effec- 
tively introduce several new items de- 
signed especially for New York terri- 
tory, had its field service man, S. N. 
Buchanan, spend July in New York, 
making his headquarters at Mr. De 
Veau’s offices, 58 Park Place, New 


York, N. Y. 








Al De Veau 


In this picture of Mr. De Veau he | 
has apparently gone down to thie sea | 


to get suggestions from the waves on 
how to make the Peerless line “more 
peerless.” 


often as possible. 
* * * 
Hoyt Catlin Honored by Bridge- 
port Advertisers 

Hoyt Catlin, advertising manager 
Electric Co., Bridgeport, 
Conn., was re-elected president of the 
Bridgeport Advertising Club at its 
annual meeting held last month. 


Bryant 


* * * 


Lees Moves to New Factory 


The K. F. Lees Co. manufacturers | 
of the Lees smoker’s lamp and port- | 


| Steel City | 


at 246 Grove St., New Haven, Conn., | 


able lamps moved into its new factory 


about July 1. 


He is a great lover of the | 
ocean and gets away to the shore as | 








Maximum Sales 
Minimum Effort! 















Your contractor 


customers who 


are users of the 
Steel City Line 
of Wiring De- 
vices are boos- 





ters. 


Theyallpossess 
an intimate 
knowledge of 
its qualifica- 
tions and at all 
times express 


dependability. 


They’ve found 
Steel City Wir- 
ing Devices 
give consumer 
satisfac- 
tion. Any job 
finished with 
these devices is 





certainto 
please. 


That’s why you 
get maximum 


sales with a 





minimum of ef- 
fort. 


Know the line 
thoroughly — 
send for catalog 
No. 34-F. 





| 
| 
| 








3 Electric Ca 


PITTSBURGH PENNSYLVANIA 








confidence in its. 
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MORSE 
PORTABLE 
HAND GUARDS 


are the STRONGEST made as all 
joints are ELECTRIC WELDED. 

They give the MOST PROTEC- 
TION as the CUSHION RING 
prevents the bulb from touching 
the outside guard and thus prevents 
shock from breaking same. 


They have the MOST DURABLE 
FINISH 


| a. 
[: BReAK <: | re 
re = 









age now occurring in other makes. 
on the Market. 


These Guards prevent 75% of the break- 
They are the Lowest in Price of any 





MORSE EUREKA 


Frank W. Morse Co. 


Boston, Mass. 











“Central Black” 
“Central White”’ 


Rigid Steel 
CONDUIT 


“Central” 
Conduit 
may be bent 
and __ kinked 
like this with- 
out  flatten- 
ing, buckling, cracking or flaking 
The ductility and finish are exclu- 
sively “Central.” ‘‘Central Black”’ 
is enameled; ‘Central White’’ is 

galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 














Judging from the background, Sam 
Joselson, eastern sales agent for the 
| Eastern Tube and Tool Co. of Brooklyn, 
| N. Y., has a natural penchant for the 
wide open spaces. Sam didn’t enlighten 
us as to what golf course he was play- 
ing (nor how much under 148 he did it 
in) but the rolling hills in the distance 
lead us to believe that the spot is in 
upper New York, near Rochester, and 
that Requa, who sharpens his pencil on 
Sam’s knife, is somewhere in the offing. 





| 1924 Better Business Campaign 
| The 1924 Better Business Cam- 
| paign to be conducted by George 

Richards & Co., Inc., Chicago, II1., is 


for the purpose of assisting retailers 


| their sales during the latter half of 
1924, in the following manner. 


Four model windows will be de- 
signed and photographed. Retailers 
| throughout the United States will 


compete in bettering the window de- 


| as follows for best window submitted. 
First prize, $75.00; second prize, 
$50.00; third prize, $25.00; 
prize, $10.00; next 10, $5.00 each. 
An appropriate window will be de- 


tember, October, November and De- 
cember. The window selected for the 
month of September will be known 
as the “School Day” window; Octo- 
ber the ‘““Harvest”” window; November 
the “Thanksgiving” window; Decem- 
ber the “Christmas” window. 
dow trim material for all 


these 


windows will be supplied to retailers 
free of charge. 














A 


contest will also be conducted 


of electrical commodities in increasing | 


fourth | 


signed for each of four months, Sep- | 


Win- | 


sign. Cash prizes are to be awarded | 





| 1915-17 Powers St. 








WirEMOLD | 
CONDUIT | 
For 


Surface Wiring 





Original 
Coil-to-a-Box 
Guaranteed Loom , 


American Wiremold Co. 
HARTFORD, CONN. 














“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you shou! 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 





The following illustration shows an in- 
terior sectional view of the Jonas-Cadil 
lac Service Station at Milwaukee, Wis. 
where over 100 “‘Autex” Reels have given 
over two years satisfactory service. 
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THE CINCINNATI SPECIALTY MFG. CO., Inc., 


Manufacturers 


CINCINNATI, OH!0 
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'F 
IN VERTICAL 
POSITION 


Tr. 
FITTING 


ELECTROLET 


CONDUIT-FITTINGS 
Write for booklet 


Killark Electric Mfg. Co. 


3940-48 Easton Ave. 
St. Louis, Mo. 














“POWERLETS” 


POWERLET) — 








None Better To Use 
None Easier To Sell 


Sales of POWERLETS 
mean repeat orders. 


They make customers that can. be de- 
pended on for a nice yearly business. 


Salesmen that go after POWERLET 
sales are getting the orders. 


There’s none better to use and none 
easier to sell your contractors. 


Your trade can have POWERLETS 
in all types and sizes. They are neat in 
appearance, have integral hubs, clean cut 
threads and perfect alignment. They 
don’t break because all fittings subjected 
to strain are made of malleable iron. 


Full jobber data on request—send for it. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St., Chicago, Ills. 








between jobbers’ salesmen. Prizes 
will be awarded to jobbers’ salesmen 
who induce the greatest number of 
their dealers to enter the window trim 
contest. Each month the following 
prizes will be awarded. First prize, 
$135.00 “Hemco” Utility radio re- 
ceiver; second prize, $50.00 watch; 
third prize, $35.00 traveling bag. 

All retailers during the campaign 
who enter the window trim contest 
will be forwarded a series of three 
letters. These letters are designed 
to sell the type of merchandise dis- 
played in the window that is to be 
entered in the contest. A new series 
of letters will be printed for each 
month. In addition, all retailers 
entering the contest will be furnished 
with price tags, pamphlets describing 
“Hemeo” plural plugs, “Hemco” 
heater plugs and “Hemco’” Utility 
radio receivers. 

The company has set upon the 
task of absorbing the cost of all 
photographs entered in this contest. 
When the photograph is received, the 
retailer will be forwarded a package 
of “Hemeo” heater plugs, of a value 
of approximately $4.80. The heater 
plug is a new product. Retailers will 
quickly discover the advantage of 
carrying them in stock through the 
ease with which they will be able to 
sell the quantity sent to them free. 

The mediums to be used in this 
campaign are electrical and radio trade 
journals and newspapers in_ four 
cities, Boston, New York, Cleveland, 
and Chicago. 








You’ve heard of the Scotch general who 
told Private McAdam he could lay off a 


| day as he had killed enough men the day 
| before. Well that’s what J. G. Smith, 
| skipper of the Great West Electric Co., 


Winnipeg, Man., told his two salesmen in 
this picture. In other words, he sent them 


| to visit a flock of factories in Chicago and 


the east. They are Harry Reid, on the 
left and H. C. Kennedy on the right. In 
the center is G. R. Kelly, of the Illinois 
Electric Co., Chicago, Ill., who proved an 
able guide for the visitors. Incidentally 
he used to operate in Winnipeg himself. 
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Volume is not the 
Only Way to Greater Profits 


One Sale— 
Many Orders 


The first @ Safety Type “R” 
Panelboard may be a sale. But 
that first Type “‘R’’ will give such 
sound satisfaction that the next one 
will be an order. You won't have 
to sell it over again. 


The €@ Type “R”’ is reasonably 
priced, saves labor costs by quick 
installation, and is safer and more 
convenient for householders than 
any other. Contractors are quick 
to see its advantages. They will 
keep on ordering it from you and 
use it for every residence wiring 


job. 


Here is an opportunity to build 
up steady sales that will make a 
constant addition to your profit. 
Every contractor needs the Type 
“R”, and you can sell it to him 
like staple goods, but with a high- 
er commission than on_ staple 
goods. Every @ Panelboard or- 
ders others. 

If you need information, write to 
our Sales Promotion Dept. They 
will be glad to answer your ques- 


tions and help in every way they 
can. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


DISTRICT OFFICES: 


Detroit, New York, Dallas, Minneapolis, Kan- 
sas City, Cincinnati, Indianapolis, New Orleans, 
Chicago, Denver, San Francisco, Los Angeles, 
Seattle, Philadelphia, Pittsburgh. 








The Triumph Type R Panelboard is made of 
standardized units. It is absolutely safe; can 
be located at the center of distribution; is 
ready for wiring, and is stocked complete in a 
package for quick delivery. 
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RIGID STEEL 





CONDUIT anb FITTINGS 





The Steelduct Company 


Youngstown, Ohio 











FACTORIES—ATTENTION 


A young man, who is now 
calling on the electrical Job- 
bing and dealer trade in and 
around Chicago, is making 
plans for expansion and wants 
to represent another factory. 


All correspondence will be 
given careful attention. 


Heyman Electric Co., 
4123 W. Kinzie St., 
Chicago, II. 








Every Business 


of consequence ought to have proper card 


REPRESENTATION. 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 
1108 S. Wabash Ave. 
7105 Peoples Gas Bidg. 






CHICAGO 











WANTED 


Manufacturers’ agents to rep- 
resent a company making a 
very essential radio product 
which has no competition. Com- 
pany well established; has 
thousands of users of its prod- 
uct. A quick selling article. 
Exclusive territorial arrange- 
ments with right parties. 


Address Box 176 
THE JOBBER’S SALESMAN 
53 W. Jackson Blvd., Chicago, III. 

















be thrown in the direction of the 
established ‘‘‘Hemco’ Dealer Help 
Service.” This service consists of 


direct by mail contact with retailers 
throughout the United States. 
* * * 
Crosley Holds Large Conven- 
tion of Jobbers 

More than 100 representatives of 
leading jobbing houses were in attend- 
ance at the second annual convention 
of the Crosley Radio Corp., Cincin- 
nati, Ohio, in July. This company 
builds and will continue to build the 
Ford class of radio equipment—the 





pocket-book class of merchandise 
by Powell Crosley, Jr., 
president of the company. He also 
stated that arrangements had _ been 


as 
announced 


made to increase the output from 1700 


sets a day, which was the peak last | 


winter, to 5000 sets. 
A valuable suggestion was made at 
the meeting by Claude Johnson, of 


| the Johnson Electric Co., to the effect 


that the Crosley corporation adopt 
some method for the transfer of sur- 
plus stocks. As a consequence, Mr. 
Crosley has agreed to keep a record 


of the surplus stocks of various job- | 


bers and to help relieve them by 
transferring such stocks to other job- 


bers who might have a shortage of the 
| same merchandise. 











A conference in the Radio Field. 
| Ruben, an authority on electrons, is point- | ff 
ing to the photograph of the Crosley (fF, 
Trirdyn receiver which George Lewis is 


holding. 
interested in the photograph. 


Samuel | 


Powell Crosley, Jr., is equally | 
Picture | 
taken on the occasion of the Crosley con- (ff 
! vention. 


The greatest advertising weight will | 














POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 
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NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


SEND FOR BOOKLET CONTAINING 
VALUABLE, 


Wall 


y) 
/ 


W/W, 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 
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August, 1924 
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WALGER § 
CONNECTOR S 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 


No solder, no 
blow torch 
necessary 


Makes every 
connection 
100% perfect. 


§.H. STOVER & CO. 
PITTSBURGH, PA. 


AIR - BLAST 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 
THE PEERLESS 
ELECTRIC Co. 

Warren, Ohio 
SIAR 








“Wrigley 
For Quality” 






=z 

= =e Made of iets 
pod za gauge steel. 

x zo 

rv} Cw Can be put through 
A = oa smaller holes than 
” ES the ordinary toggle 
2 -- bolt. 

So 

= First toggle bolt 


made, 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, III. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 





| Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 








| “Fada-Sales” 


Fi A. 


| them very 


| hands of 


| officers remain the 


“Put all your cards on the table, 
face up” is the announced creed of 
Fada-Sales, the new house organ of 
D. Andrea, Inc., New York, 
N. Y. It is a serious but interesting 
little magazine of eight pages, and 
althcugh the fact is not stated in so 
many words, apparently it bears the 
deft touch of K. H. Stark, who knows 


Makes its Bow | 


well how to dish up merchandising | 
facts and figures in a way to make | 


readable. It has been 


learned that this publication will be | 


sent out monthly to at least 10,000 
radio merchants, and undoubtedly it 
will have a wholesome effect on the 
sales of “Fada” radio equipment. 
* = * 
Power Gains Control of 
“Amrad” 


Harold J. Power, founder of the 


American Radio Research Corp., 


Medford Hillside, Mass., and one of | 
the radio pioneers has acquired com- | 


plete ownership of the business. 
election of Mr. Power to head the 
corporation that he started in 1915 is 
unique in business circles, since it is 
rarely that pioneers in new industries 


| survive their early missionary work. 


The | 


| It usually remains for someone else | 


to organize and develop the business. 


Centralization of control in the 
Mr. Power 
“Amrad’” an active president 
will enable it to adhere to specific 
policies. 

* * * 


John I. Paulding Appoints Ad- 
ditional Representatives 

The John I. Paulding Co., Inc., 
New Bedford, Mass., manufacturers 
of wiring devices, has recently ap- 
pointed the following agents to rep- 
resent it in their respective territories: 
O. H. Nickerson, 452 Leader News 
building, Cleveland, O.; Nicholson 
Electrical Sales Co., 307 Keller build- 
ing, Louisville, Ky.; Charles R. Nor- 
rish & Co., 609 Chamber of Commerce 
building, Pittsburgh, Pa.; A. W. 
Marshall & Co., 141 E. Jefferson ave- 
nue, Detroit, Mich.; Representaciones 


now gives | 
and 


Extranjeras de Cuba, S. A., R. M. de | 


Labra 131, Havana, Cuba. 
* * # 
Even Heat Changes Name 
On June 10th the Even Heat Elec- 
tric Co. changed its corporate name 
to that of the Detroit Electric Stove 
Co. and increased its capital stock 


from $10,000.00 to $100,000.00. The | 


same. 








TYPE C 
TRANSFORMER biinnenan 
$3.50 List $2.75 List 


POPULAR LINES 
Steady business is always possible 
on Dongan Type C Transformers 
and Voltmeters. Priced low for 
nationally advertised products, 
your market is at your door. 
There’s a long 


profit margin on 
Dongan Products. 


Write today. 


Dongan Electric Manufacturing Co. 
2993 Franklin St., Detroit, Mich. 
Transformers of Merit for 15 Years. 











PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 











GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














YAGER’S 


Soldering 


Salts Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Beck. 
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190 Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 


The Linemen like them because they are easy 
to install. 


The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


BBARD & COMPANY 


CHICAGO 
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HE new Eveready switch 

cannot be turned on by ac- 
cident. You must deliberately 
push the button downward for 
a flash; and you must push the 
button downward and the en- 
tire switch-bar forward for 
steady light. 

There is a protecting ring 
around the button, and slightly 
higher. This prevents acci- 
dental lighting. 

A self-insulated contact- 
strip, exposed only at contact 
points, eliminates entirely the 


EVEREADY 


old problem of short circuiting 


and steady burning. 


Mechanically and electric- 


ally, the new safety-lock 
switch is unquestionably the 
best ever developed. It is one 
of the many features of the 
improved Eveready line which 
keeps the first flashlight al- 
ways first ! 
Manufactured and guaranteed by 

NATIONAL CARBON Co., INc. 
New York 


Canadian National Carbon Co., Limited 
Toronto, Ontario 





FLASH LIGHTS 
i BATTERIES 


they last longer 


SALESMEN—A great naticnal advertising campaign is helping dealers sell Eveready Flashlights. 
And intensive advertising in all the important trade magazines is helping you sell Eveready 


Flashlights to the dealers. 





This is a reproduction of the current advertisement in trade papers. 
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CAS . 


No. 2671—Eveready 
Focusing Spotlight with 
200-foot rang 


San Francisco 


Eveready Unit Cells fit 
and improve a!l makes 
of flashlights. They in- 
sure brighter light and 
longer battery life. 
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The EDWIN FE. Gui COMPANY 


DESIGNERS- ENGINEERS-MANUFACTURERS 


Lighting Equipment 








The Annual Wallop! 


 ieaiag after year about this time, we gird 
up our loins and wade into the twelve 
months job of helping dealers and salesmen 
sell Brascolite. 


Year after year our national advertising 
carries more punch and produces more results 
than the year preceding. 


This year will see the biggest and most striking cam- 
paign of all. Every conceivable means of reaching the 
buying public with the Brascolite and Maze-Lite story 
is being used. Sales resistance will ke reduced to a mini- 
mum and all dealers who are not now sold on the Guth 


line will be sold. 


Roll up your sleeves and get into this with us. You'll 
find that we are doing business as usual at the old stand 
of J. S. co-operation and we'll stand behind you with 
plans and designs when you need real help to bring in 
a building installation, big or little—any time, anywhere. 


If you want service, we give it—without cost. 


THE EDWIN F. GUTH COMPANY, St. Louis, U. S. A. 


Formerly the St. Louis Brass Mfg. Co., and the Brascolite Company 


BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit Los Angeles 
Minneapolis New Orleans New York Omaha Philadelphia Seattle 


Notice the Lighting Fguipment, 








H498 








AASASRSSSASASSSSSSSSRDS 24 CLLLLSOOAL OLE LEAL LL LOD 




















